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MIDDLE WESTERN AGENTS’ 
VIEWS AND PROBLEMS ARE 
STATED AT MICH. MEETING 


All Co.’s In Agency Should Be On 
Same Commission Basis Presi- 
dent Weadock Says 


HIT FINANCIAL PROMOTIONS 
Producers Want Companies to Em- 


phasize Underwriting; Qualifica- 
tion Provisions Are Suggested 





Port Huron, Mich., Sept. 3—The first 
convention of any of the state associa- 
tions of insurance agents this Fall was 
that of the Michigan Association meet- 
ing here today and the opening address 
of the president of the Association, G. 
Leo Weadock of Saginaw, was interest- 
ing as it reflects the grievances, prob- 
lems and opinions of the agents of the 
Middle West. In brief here are the va- 
rious points made in President Wea- 
dock’s address. 


“It is a serious mistake for any agent 
to take on or retain representation of 
any company where all of its associates 
in the fleet are not co-operating with us. 
I cannot condemn too strongly the prac- 
tice of companies in a fleet not repre- 
sented in the community being used for 
overwriting purposes to the full capac- 
ity of the fleet. 

Stock and Mutuals in Same Office 
upon the Same commission basis. It is 
inconsistent. for any agent to represent 
both stock and mutual carriers. It is 
unfair for a stock fire company to place 
supplies in an office in which a mutual 
casualty company is represented. Some 
companies have been promoted by finan- 
cial institutions for financial gain. The 
public is better served by the administra- 
tions of insurance companies by insur- 
ance men. 

“The activity in some suarters of cor- 
ralling the management of insurance 
Companies largely for the purpose of 
gaining control of the assets that are 
held in trust for them for the protec- 
tion of their policyholders will if con- 
tinued batter down the confidence of the 
Imsuring public in institutions that over 
a long period of honest dealing the pub- 
lic has learned to treat as the acme of 
integrity. 

“The tactics of many of these new out- 
fits launched by financial companies and 
stock brokers are detrimental to the in- 
terests of the agents. Multiplicity -of 
agents continues to be a great evil.” 

he speaker recommended a_ state 
board of examiners to pass upon the 
fitness of agents. Each examiner would 
have had to have been ten years in 
insurance. He suggested revision of the 
Msurance code to protect Michigan 
agents against non-resident agents. He 
said that Michigan should retaliate 


against states which prohibit Michigan 
agents from writing in their common- 


(Continued on Page 36) 




















PHOENIX 





Assurance Company, Ltd. 
of London 


150 William Street, New York 


A Corporation which has stood the test 
of time! 148 years of successful business 
operation. World-wide interests. Abso- 
lute security. 








Excellent Service and Facilities 


PHOENIX 


Indemnity Company 


55 Fifth Avenue, New York 
Metropolitan Department, 150 William Street 


DEPENDABLE 


Established apte 
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INSURANCE 
JOURNALS 


“hee are our newspapers. Only 

through them can the life underwriter know all, 
and the Home office executive know much, of 
what is going on in our business. The Agent who 
does not subscribe for and-regularly read one or 
more is losing cases because expensively ignorant 
of events and things which affect his ability to 


produce. 


The insurance journals are newspapers, educa- 
tors, advocates, and mirrors of the composite mind 
of our business. They do for each of the Com- 
panies what no one Company could do for itself. 





Wm. A. LAW, President 
Wm. H. Kingsley, Vice President Hugh D. Hart, Vice President 
John V. E. Westfall, Vice President 


THE PENN MUTUAL LIFE INSURANCE CO. 
Philadelphia 


Independence Square Founded 1847 

















APPLICATIONS FOR OLD AGE 
RELIEF SWAMP N.Y. STATE 
BUREAU UNDER MASTICK LAW 


To Make $12,000,000 Appropria- 
tion with Equal Amount from 
Counties of State 


52,000 AGED ARE ELIGIBLE 
Start Receiving Applications this 


Week; Law Becomes Effective 
January 1; Terms of Law 





The Department of Public Welfare of 
New York State started on Tuesday to 
receive officially applications for old age 
relief under the Mastick law which will 
become effective January 1. The de- 
partment was immediately deluged with 
applications. The New York City de- 
partment bureau received 2,000 applica- 
tions before the official opening date and 
at least another 2,000 are expected before 
the week is out. There were pathetic 
scenes in the New York City bureau of 
the State Department. Tuesday was the 
first day for filing applications and hun- 
dreds of aged, all over 70, were milling 
around the bureau’s offices to get their 
applications filed. 


It is estimated that there are 350,000 
people in New York state 70 years of 
age and over. Of these it is calculated 
about 52,000 will be eligible under the 
new old age relief enactment. Of this 
number 15,000 are believed to be resi- 
dents of Greater New York. 


City Asks $3,500,000 Appropriation 


New York City has already asked for 
an appropriation of $3,500,000 although it 
is probable that this appropriation will 
be inadequate to meet the needs of those 
who are eligible under the law. An ap- 
propriation of $12,000,000 by New York 
state is expected to be made. 

Under the terms of old age welfare 
law the state pays half of the sums al- 
lowed and the county the other half. 
Each county will be required to set up 
an agency apart from the existing agen- 
cies for caring for the poor, equipped , 
to investigate in a preliminary way all 
cases where relief is sought. These coun- 
ty reports are sent to the state depart- 
ment where the amount of relief is fixed. 
The requirements for qualifying for re- 
lief are: citizenship, residence in New 
York state for ten years, residence in 
the county where the relief is sought 
for one year. 

Old age relief will be given, accord- 
ing to the terms of the law, to any per- 
son who: has attained the age of 70; is 
unable to support himself in whole or in 
part and has no children or other per- 
sons responsible for his support; who 
has not at any time been an inmate of 
any public or private home for aged or 
similar institution; has not made a vol- 
untary assignment of property for the 


(Continued on Page 12) 
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Another Opportunity 
for John Doe! 


A NEW POLICY CONTRACT 


Jou DOE is 30, has a wife and three children—the youngest t 
child one year old. He carries $10,000 of Ordinary Life insurance 


and dies exactly one year after the policy is taken out. The pro- 3 
ceeds of such a policy, if safely invested, would not provide much 7 
more than $500 a year. If, however, the policy had been issued ‘i 


on the new plan his beneficiary would receive $100 each month 
until the expiration of 20 years from the date of the policy, that is, 
in this instance, for a period of 19 years. At the end of that time 

The the beneficiary would receive the full $10,000 cash, which could 
be taken either in one sum or paid under a settlement option. 


F. M1 ly If John Doe lives out the 20-year period, his premium is 


reduced and he then has a regular Ordinary Life contract at the 


I NcowMme same rate that he would have paid for it in the first place. 
s Instead of a 20-year period, a 10-year period may be chosen. 
P } GH B For example, if John Doe’s youngest child were 10 years of age, 
the 10-year plan would provide the additional protection until the c 
child reaches maturity. tc 


—Organized Service— . 





THE KEANE-PATTERSON AGENCY 
MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 





225 WEST THIRTY-FOURTH STREET, NEW YORK CITY Telephone Chickering 2384 
LEYENDECKER BRANCH JOHN STREET BRANCH WHITE PLAINS BRANCH 
225 Broadway 60 John Street 226 Main Street 

Telephone: Barclay 3670 Telephone: John 4107 Telephone: White Plains 9086 
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Covering the Country With An 
Inspection Service 


Men Back of the Growth of the Hooper-Holmes Bureau From a 
Small Office in Nassau Street, New York, to a National 
Organization Serving All Lines of Insurance Inspection 


More than at any time in the past 
the insurance companies in all branches 
of the business are now depending upon 
special inspection services in their under- 


writing departments. The vast develop- 
ment of insurance and its more compli- 
cated uses have been paralleled by the 
perfection of the inspection system and 
the gradual training and building up of 
an efficient inspection organization. 

The recent national advertising begun 
by the Hooper-Holmes Bureau features, 
among other things, the growth of the 
Bureau from a small office in Nassau 
street, New York, to the front rank of 
national inspection organizations. This 
growth has been consistent, well-planned 
and, of recent years, very rapid. There 
are offices in thirty-three states and in 





JOHN J. KING 


Canada. In states where no regular 
branch office is located distributing sta- 
tions are maintained which receive and 
forward orders to the proper handling 
Point. As the business continues its 
growth, the Bureau’s plans call for the 
opening of additional offices so that con- 
tact with the reliable sources of infor- 
mation will become ever closer. 

he personalities which have planned 
and labored and made possible this great 
€xpansion are represented in the Bur- 





E. P. OC HANLON 


reau’s official family and these person- 
alities are of real interest to the insur- 
ance business. 


Idea Was Success From Start 


Bayard P. Holmes, the surviving part- 
ner of the original Hooper-Holmes com- 
bination, and now chairman of the board, 
needs no introduction to the insurance 
world. Since the ’80s he has been in as- 
sociation with insurance people of all 
groups and ranks and his genial charac- 
ter, good sportsmanship and spirit of 
helpfulness have attracted to him hosts 
of fast friends. In 1899, he and William 
deM. Hooper began with what was then 
merely an idea and established the Bu- 
reau as a clearing house for casualty 
records. The idea met with instant suc- 
cess. Among Mr. -Holmes’ prized pos- 
sessions is a ponderous file of letters, re- 
ceived from subscribers during the first 
two years of the Bureau’s existence, 
which are filled with praise and com- 
mendation on the excellent results ob- 
tained by them. 

Before many years had gone by the 
Bureau began to receive requests to fur- 
nish information outside its regular 
sphere and so commenced the Inspection 
end of the business. 

During all these years of growth and 
progress, Mr. Holmes has played an in- 
valuable part in renewing and enlarging 
the necessary contacts and in guiding the 
destinies of the organization. He is now 
in a position to rest somewhat from his 
labors and to enjoy the fruits of his ef- 
forts. His experience and counsel are 
business, but he has been relieved of the 








required still in the operation of the 
stress of most routine operations. 


John J. King an Authority on Inspections 

John J. King is known and loved in 
every part of the country. There are 
few cities on this continent where he 
hasn’t many friends. And all his friends 
are good friends who value his kindly 
nature and the helping hand he stands 
always ready to lend everyone. 

His investigating experience began in 
the old Mutual Reserve Life where he 
was connected with the claim depart- 
ment and he is still regarded as one of 
the best claim men in the country. When 
the Mutual Reserve became defunct, his 
services were obtained by the depart- 
ment of inspection and revision of the 
Mutual Life of New-York. In this or- 
ganization he rose to chief inspector and 
to the high esteem of all his associates. 
In 1912, with many regrets at leaving 
his old friends in the Mutual Life but 
with a firm conviction of the need and 
great future for moral hazard inspec- 
tions, he resigned his position and took 
his place in the Hooper-Holmes Bureau 
in order to fill the gap left vacant by 
the death of Mr. Hooper. As vice-presi- 
dent of the Bureau he turned his atten- 
tion to the development of its inspec- 
tion business. His thorough knowledge 
of inspections and inspection methods 
enabled him to build rapidly and sound- 
ly. Today, as president and general 
manager of an efficient national inspec- 
tion organization, he can look back upon 
his years of toil and see that they were 
well and wisely spent. 

During the world war, Mr. King lent 


BAYARD P. HOLMES 


his assistance to the organization of the 
War Risk Bureau (now the Veterans’ 
Bureau) at Washington. His work there 
won him the post of deputy commis- 
sioner, many enduring friendships and 
the regard of the Treasury officials. 

Mr. King’s greatest satisfaction in life 
is his family in which he takes great 
pride and comfort. His wife and five 
children, individually and collectively, 
have made their marks in the world. 
What man could ask more? 


E. M. Stiles Executive Vice-President 


Elliott M. Stiles, executive vice-presi- 
dent, of Yankee-Scotch origin, was born 
in London, England. His father and 
grandfather, both of whom were physi- 
cians, were members of the Sons of the 
American Revolution and of the Order 





ELLIOTT M. STILES 


of Cincinnatus. His grandfather was 
the author of a history of Connecticut 
which remains a_ standard reference 
work on that state. Mr. Stiles’ educa- 
tion was received both in England and 
in this country, as he came to the United 
States with his parents just before en- 
tering his “teens.” He served as a ma- 
chine gunner in the American Expedi- 
tionary Force with both the American 


(Continued on Page 38) 
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Missouri State Life 
Examination Report 


COMPANY’S GREAT PROGRESS 





Twelve States Participate; Report Com- 
ments on Investment Purchases 


from Caldwell & Co. 





Twelve states participated in the ex- 
amination just completed of the -Mis- 
souri State Life of St. Louis. The com- 
pany’s excellent progress and sound con- 
ditions were shown in the figures and 
the comment by the examiners. 

The examination was participated in 
by representatives of Missouri, Tennes- 
see, California, Idaho, Iowa, Montana, 
Oklahoma, Oregon, South Dakota, Tex- 
as, Utah and Washington and reveals 
the condition of the company as of De- 
cember 31, 1929. The last previous ex- 
amination of the company was as of 
December 31, 1927, and the examiners 
in their report comment that basically 
the company today is in a stronger po- 
sition than it was two years previously 
due to the business-like manner in which 
it has worked off unprofitable farm lands 
obtained through foreclosure of loans 
and readjusted its investment policies to 
meet the new conditions. 


Company’s Figures 

The report also presents a very in- 
teresting contrast in the management 
policies of the Missouri State Life and 
the International Life which it reinsured 
in August, 1928. Needless to say the 
Missouri State Life benefits from this 
comparison. 

During the course of their check-up 
the examiners found it necessary to make 
certain revisions in the financial set-up of 
the company compared with its regular 
annual report as of December 31, 1929. 
In some instances decreases were made 
and in others increases were allowed. 
The net result was a decrease in the 
surplus account of $356,897.34, the prin- 
cipal charge-offs being $74,868.97 in in- 
terest on mortgages, $1,015.28 interest on 
bonds, $122,483.38 in real estate, $19,890 
in value of stocks and $79,559.78 in mort- 
gage loans. At the close of the year 
the company reported a surplus of $3,- 
245,132.36. With the net decrease charged 
off through the examination the estab- 
lished surplus remains $2,888,235.02. 

The examiners in their report show 
that at the close of 1929 the company 
had $144,203,420.22 in gross assets, in- 
cluding $1,079,417.89 in non-admitted as- 
sets and $143,124,002.33 in admitted as- 
sets. It had $4,000,000 in capital and 
the $2,888,235.02 in established surplus. 
Many of the items charged off by the 
examiners with their approval are being 
carried among the non-admitted assets 
of the company. 

The company closed the year with a 
grand total of $1,232,765,265 in insurance 
in force, including $266,343,314 carried 
in the International Life Insurance Co. 
account. The company’s insurance in 
force was subdivided as follows: $684,- 
737,960 in life, $93,688,198 in endowments, 
$90,596,970 in term, $363,441,001 in group 
and $301,136 in additions. 

The general tone of the examiners’ 
report is very favorable to the company, 
its officers and directors. A careful ex- 
amination of the report reveals but one 
section which might be construed as a 
serious criticism. This comments on 
the fact that the company during the 
two-year period had made most of its 
bond purchases through Caldwell & Co. 
and closely allied banking and invest- 
ment houses. This criticism, if it may 
be construed as such, is directed against 
what might happen rather than anything 
that has happened. 

In this respect the report reads: “In 
the case of this company it is apparent 
that the dominant stock interest in a 
large measure determines where its bond 
purchases are made. Caldwell & Co. 
and closely allied banking and invest- 
ment houses through stock ownership 
control the company’s management and 


during 1928 and 1929 out of $23,370,500 
of bonds. bought by the Missouri State 
Life $17,478,000 were purchased from 
these same firms. 

“Your examiners consider the purchase 
of securities from investment firms which 
directly or indirectly control the stock 
of a life insurance company a practice 
in which the resultant transactions are 
as apt to be colored by the financial 
interest of the banking house as that 
of the insurance company itself.” It was 
not shown that the Missouri State Life 
had suffered any loss through these pur- 
chases. 


WITH MASTERSON AGENCY 

Edwin McGwire has joined the Newark 
agency of William H. Masterson, Equit- 
able Society, and has been assigned to 
the New Brunswick office of the agency. 
This makes a total of forty men that 
are now members of the Newark office. 


LESLIE F. RICE APPOINTMENT 

Leslie F. Rice, Pacific Coast life in- 
surance man, has been appointed a gen- 
eral agent for the Connecticut Mutual 
at Oakland, Calif. He was with the Oak- 
land Bank before entering life insurance 
nine years ago. 
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CENTRAL HANOVER 


suggests that people of 


{ means study the value of 
like -Jesusenos aad way 
of preventing waste in the 


settlement of their estates. 


s Your life underwriter will 
gladly explain. 


CENTRAL HANOVER 
BANK AND TRUST COMPANY 
NEW YORK 
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Manhattan Life Issues 
Readjustment Policy 


MONTHLY INCOME'5 TO 20 YEARS 





Pays $10 a Month for Different Periods 
And Lump Sum at End 
Of Income Payments 





The Manhattan Life of New York has 
brought out a new policy which is called 
the “Readjustment Period Policy” and 
provides for an income of $10 a month 
and up for a period of from five to 
twenty years. At the expiration of the 
period of monthly income payments a 
lump sum of $1,000 or $1,200 for each 
$10 of monthly income is paid to the 
beneficiary. 

The amount of insurance- required to 
produce the $10 per month for eight 
years is $842. The amount of. insurance 
necessary to provide the lump sum pay- 
ment of $1,000 at the end of the eight 
years is $760. Adding the two items to- 
gether the amount of insurance required 
to provide the above is $1,602—that is, 
$842 plus $760. 

If the prospect is thirty years of age 
his annual premium (exclusive of any 
benefits) is $36.41—+this figure is arrived 
at by multiplying the annual premium 
for $1,000, namely, $22.73, by 1.602 (rep- 
resenting the amount of insurance neces- 
sary). 

Assume that the prospect is_ thirty- 
nine years of age, that he wishes to leave 
his beneficiary $25 per month for fifteen 
years and a lump sum payment at the 
end of this period of $3,000 ($1,200 for 
each $10 of monthly income). 

The amount of insurance required to 
produce the $25 per month for fifteen 
years is $3,533. The amount of insur- 
ance necessary to produce $1,200 at the 
end of fifteen years is $717—as $3,000 
(2% times $1,200) is required an addi- 
tional $1,793 is needed. The two items 
together make the amount of insurance 
required to. provide the above benefits 1s 
$5,326—that is, $3,533 plus $1,793. Pros- 
pect being thirty-nine vears of age his 
annual premium (exclusive of any bene- 
fits) will be $159.87—this figure is ar- 
rived at by multiplying the annual pre- 
mium for $1,000, namely, $30.02, by 5.326 
(representing the amount of insurance 
necessary, viz., $5,326). 





BOSTON ASS’N SECRETARY 





Life Underwriters Appoint Dorr Viele 
Executive Secretary Succeeding 
James S. Munro 
Dorr Viele, member of the bar in New 
York and Massachusetts and for some 
time past associated with the Ellis Title 
and Conveyance Co., Springfield, Mass, 
has been appointed executive-secretary 
of the Boston Life Underwriters Ass0- 
ciation. He succeeds James S. Munro 
who resigned the position to become 
manager of the brokerage department 
of the Sun Life at Boston. Mr. Munro 
was very popular among the life insur 
ance fraternity in Boston and under his 
direction the association had made go 

progress. 





SYKES BROTHERS ON TOUR 


Fidelity Mutual Officers Will _ Vist 
Company’s Pacific Coast Agencies; 
Return by Southern Route 
Two Fidelity Mutual Life officers 
Vice-President Frank H. Sykes af 
Vice-President and Comptroller J. Rus 





sell Sykes, left Wednesday for ise 
month’s tour of the companys Pa 
Coast agencies. It has been sever 


years since either of these officers have 
visited this territory and the Fidelity’ 
western agencies are-looking forward 
the visit. 

They will swing south on the return 
trip and visit as many agencies in sour 
ern territory as their time sche ule " 
permit. A number of speaking engag 
ments have already been requeste¢ © 
organizations in the cities they ™ 
visit. 
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Name Tentative Line-up 
National Ass’n Officers 


ADVISORY COMMITTEE CHOICES 
George E. Lackey, General Agent of the 
Massachusetts Mutual at Oklahoma 
City, Suggested For President 





A tentative line-up of officers for the 
National Association of Life Underwrit- 
ers has been selected by the association’s 
Advisory Nominating Committee for rec- 
ommendation to the regular nominating 


committee as constituted at Toronto, The 
following suggestions are submitted in 
advance of the Toronto convention that 
they may have full consideration: 

For president: George E. Lackey, gen- 
eral agent, Massachusetts Mutual, Okla- 
homa City; vice-president: Elbert Stor- 
er, manager, Bankers Life, Indianapolis; 
first vice-president: Charles C. Thomp- 
son, manager, Metropolitan Life, Seattle; 
second vice-president: C. Vivian Ander- 
son, agent, Provident Mutual, Cincinnati; 
third vice-president: George L. Hunt, 
general agent, New England Mutual, 
Hartford; secretary: Lee D. Heming- 
way, agent, Connecticut Mutual, Pitts- 
burgh; treasurer: Robert L. Jones, gen- 
eral agent, State Mutual, New York 
City. - : 

The Advisory Nominating Committee 
announces that it has been most for- 
tunate this year in receiving suggestions 
from local associations and individual un- 
derwriters from every section of the 
country, of capable men who might ac- 
ceptably fill the various offices. The 
kommittee points out that it has been 
a difficult problem to make selections 
from the wealth of fine material, that the 
present line-up represents the best judg- 
ment to date but is subject to possible 
alteration if circumstances seem to re- 
quire it. 

Graham C. Wells, general agent for 
the Provident Mutual in New York City, 
is chairman of the Advisory Nominating 
Committee of the National Association. 
The other committee members are: 
Lloyd K. Allen, Union Central Life, Bos- 
ton: C. F. Axelson, Northwestern Mu- 
tual, Chicago; Fred C. Hathaway, Mu- 
tual Life, Los Angeles; and Bolling Sib- 
ley, Penn Mutual, Memphis. 





MASSACHUSETTS MUTUAL MEET 





Company’s General Agents’ Association 
To Gather at Berkshires Hunt and 
Country Club, Lenox, Mass. 

The annual meeting of the General 
Agents Association of the Massachusetts 
Mutual will be held at the Berkshires 
Hunt and Country Club, Lenox, Mass., 
September 29, 30 and October 1, ac- 
cording to the recent announcement of 
Chester O. Fischer, president and George 

E. Lackey, secretary-treasurer. 

An interesting program has been ar- 
ranged, under the direction of Lawrence 
C. Witter, the company’s Cincinnati gen- 
eral agent, in conjunction with the named 
officials. Sessions will be held in the 
morning and evening, giving the genera] 
agents opportunity to get outside in the 
afternoons and enjoy the wonderful cli- 
Mate at this season of the year in the 
areen Mountains. 

Thursday, October 2, has been desig- 
nated Home Office Day, and all conven- 
tioners will go from Lenox to Spring- 
field by bus. 








A representative of the Connecticut 
General has a franchise which gives 
him complete equipment to provide 
the replacement of personal earnings 
in adequate amounts to guarantee the 
fulfilment of life’s hopes and plans. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 


Over a Billion in Force 





MISSOURI DEP’T ACTUARY 





C. E. Nelson Appointed to Vacancy Due 
to Resignation of R. E. Daly, Now 
With Illinois Dep’t 

C. E. Nelson of St. Louis, Mo., has 
been appointed actuary for the Missouri 
Insurance Department, a post made va- 
cant by the resignation of Robert E. 
Daly of Kansas City, Mo., last March. 
Daly has taken a position with the II- 
linois department. 

For the last five years Nelson has been 
engaged in actuarial work for the Mis- 
souri State Life Insurance Co. He is a 
graduate of Iowa State University, a 
Fellow of the Actuarial Society of Amer- 
ica and an associate of the National In- 
stitute of Actuaries. Nelson assumed his 
new duties on September 1. The “post 
pays an annual salary of $5,000. 





GOLDBERG WITH PASTON 
Samuel H. Goldberg has become as- 
sociate general agent of the Travelers, 
life department, with Charles Paston, 
general agent at 215 Montague street, 
Brooklyn. Mr. Goldberg has_ been 
among the company production leaders. 


WITH NATIONAL OF VERMONT 
Fred T. Rench, general agent in St. 
Louis, Mo., for the National Life of Ver- 
mont, has announced that Girard C. 
Varnum, director of the Air Board of 
the St. Louis Chamber of Commerce 
and former secretary of the St. Louis 





NEW BROOKLYN NATIONAL FORM 





Company Brings Out Family Protection 
Policy On Ten and Twenty 
Year Plan 

The Brooklyn National Life is now 
issuing a new contract, the family pro- 
tection policy, which is designed to af- 
ford a maximum of protection at a mini- 
mum cost and at the time of life when 
the protection is most needed. 

Should the policy become a claim prior 
to its 20th anniversary, 20% of its face 
will be paid in cash. Monthly income 
payments will follow at the yearly rate 
of 15% on the balance until the 20th 
anniversary of the policy, when the en- 
tire balance of 80% and excess accrued 
interest will be paid in cash. If the in- 
sured lives after the period for snecial 
benefits but dies before his 75th birth- 
day, the face of the policy is paid in 


_cash. Should the insured live to be 75, 


he receives an annuity of 6% for life, 
payable monthly. 








Safety Council, has been appointed a 
special representative for the National 
Life. Varnum has resigned from his 
Chamber of Commerce post and entered 
on his new duties September 1. He 
will remain in St. Louis and will con- 
tinue as a member of the executive com- 
mittee of the Safety Council and the 
Chamber of Commerce Air Board. 


Start Institutional 
Ad Campaign in N. Y. 


FIRST COPY NEXT MONDAY 





Life Underwriters’ Association of New 
York City to Use Metropolitan 
Newspapers That Day 





Institutional advertising of life insur- 
ance in the metropolitan newspapers of 
New York will commence the week of 
September 8, copy being released by the 
Life Underwriters’ Association of the 
City of New York. 

A great deal of interest is being shown 
in this campaign run by the associa- 
tion for the benefit of its members who 
subscribe to the fund. Funds have been 
raised by voluntary contributions from 
managers and fieldmen who are mem- 
bers of the association. Once the cam- 
paign gets under way it is expected that 
practically 100% of the organization will 
support the advertising by sending in 
their subscriptions to the fund. 

The association is merchandising this 
campaign to the subscribing members. 
Well in advance of copy insertion, each 
contributor will receive copies of the 
advertisements, along with suggestions 
as to ways and means of utilizing the 
ads to increase sales. Reprints of the 
ads will be offered to the members at 
cost for purpose of direct mail usage. 

The campaign is being handled for the 
association by the well known financial 
advertising agency of Rudolph Guenther- 
Russell Law. Copy has been approved 
by a selected committee well qualified 
to handle this phase of the campaign. 
The copy is not directed toward any 
particular type of buyer, but is designed 
to appeal to all. 





P. C. PLEASANTS DEAD 

Percival Chambliss Pleasants, well 
known in Richmond insurance circles, 
is dead. He passed away last week fol- 
lowing a long illness. Formerly in the 
local agency business. he had been agent 
for the Mutual Benefit Life for the past 
few years. He was a brother of the 
late Arthur Pleasants, also a former 
local agent of Richmond. Besides a 
widow, he is survived by two sons and 
three daughters. 





RICHMOND CONTEST DINNER 

Richmond agents of the Atlantic 
Life were hosts at a diriner at the Crater 
Club to the Petersburg agents who best- 
ed them in a recent production contest. 
Under terms of the contest, the Peters- 
burg agents had to write and pay for 
only half the volume written and paid 
for by their opponents, but they wrote 
more actual business by a considerable 
margin. 





TO LUNCH VICE-PRESIDENTS 

The executive committee of the 
American Life Convention will be host 
to state vice-presidents of the Conven- 
tion at a luncheon to be given at the 
Stevens Hotel, Chicago, October 2. 1930, 
in connection with the twenty-fifth an- 
nual meeting of the Convention to be 
held October 1, 2 and 3. The state vice- 
nresidents form a very important group 
in the official organization of the Con- 
vention. 
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New British Life 
Business Favorable 


VOLUME IS WELL MAINTAINED 


Leading British Offices Report New 
Ordinary and Industrial Insurance 
As Satisfactory 


Not only does the volume of new 
industrial life insurance, as transacted 
by leading British offices, seem generally 
to have been well maintained in the 
United Kingdom this year, despite the 
trade depression, but the amount of new 
ordinary life business has also contin- 
ued to be favorable. The “Times” points 
out that the experiences of the differ- 
ent offices always vary. 

In any one year there may be special 
reasons for an increase in the amount 
of new insurance written by particular 
institutions, such as the incidence of a 
forthcoming valuation and declaration of 
bonus. Some offices, at any rate, are 
known to have secured a larger volume 
of new insurance to date than in the 
corresponding period of last year; other 
offices are understood to have trans- 
acted new business very similar to that 
of a year ago; and the new business of 
others is believed to be not quite equal 
to that of 1929. Yet, on the whole, the 
volume of new insurance appears to show 
a further growth or, at least, to be well 
maintained. 





BEATING HARD TIMES 


Schenectady Salesman Has Little Pa- 
tience With Those Who Are Com- 
plaining About Bad Business 
A “hard-boiled” salesman, writing to 
the New York “Times” from Schenec- 
tady, has little patience with men of 
his profession who complain about bad 
business. According to the “Agency 
Bulletin” of the Union Central Life, he 

says: 

“I’m getting sick and tired of reading 
about the Calamity Janes blaming the 
lack of business on the Stock Exchange 
slump. It’s not due to any such cause, 
but is due primarily to the lazy aver- 
age salesman.” He goes on to relate 
three incidents in which he walked away 
with orders from purchasing agents who 
“were not buying anything,” and in com- 
petition with salesmen who were crying 
about poverty. 





OUTING PICTURES 


On this page is a collection of pic- 
tures snapped by The Eastern Under- 
writer at the outing of the McWilliam 
& Hyde Agency, Penn Mutual, New 
York, held at Rye Beach, New York, 
last week. One feature of the out- 
ing was a baseball game in which Hugh 
D. Hart, vice-president, pitched five in- 
nings. It was real baseball; no’ bur- 
lesque. At a meeting before the outing 
the representatives of the agency pre- 
sented to Messrs. McWilliam and Hyde 
a grandfather’s clock. The outing is an 
annual affair. 





MUTUAL TRUST LIFE MEETS 


_ The Mutual Trust Life of Chicago held 
its fourth annual convention at Trout- 
dale-in-the-Pines, Colorado, last week. 











TOP ROW LEFT TO RIGHT—Joseph “Boots” Hart (brother of Hugh D. Hart), S. B. “Big Bill Edwards” McDowell, E. G. 
“Connie Mack” McWilliam, Ben “Wilbert Robinson” Hyde, Hugh D. “Babe Ruth” Hart, George “Roger Breshnahan” Alk. 
LOWER ROW LEFT TO RIGHT—Willis J. “Robert Emslie” Blackwell, Max “Remey Kremer” Shonberg. UPPER CEN- 
TER—The Pinochle Twins, Edward “California” Carpel and Paul “Bismarck” Kaulhausen. LOWER CENTER—The Bridge 


Quartette, E. A. Bremer, Bernard Breslau, W. E. Mock, J. H.Martus. 


Hornsby” Coffin. 


Benjamin “John Gruber” Alk, Vincent B. “Rogers 





FIGHTS CLAIM VERDICT 


Mutual Life Trying to Avoid Payment 
of Double Indemnity in Virginia 
Automobile Case © 

Counsel for the Mutual Life of New 
York will endeavor to have the verdict 
for the plaintiff set aside in a case in- 
volving insurance on the life of T. E. 
Grimsley, Culpeper, Va. lawyer, and 
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have been given until September 1 to 
file briefs. A $2,000 policy carrying dou- 
ble indemnity is involved. 

Grimsley’s body was found in a creek 
February 3 last with his wrecked car 
near the abutment of a bridge spanning 
the stream. The company contends that 
he was stricken with apoplexy at the 
wheel of his machine, causing it to run 
off the abutment and precipitate him into 


the stream. His executor, who brought 
the suit, contends that his death was the 
result of an accident. 

The Mutual Life paid the face of the 
policy but denied liability as to double 
indemnity. A jury which tried the case 
decided, however, that it was doubly li- 
able. The company is represented by 
Christian & Barton, a Richmond law 
firm. 
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PROTECTS THE ENTIRE FAMILY 


Home Life Agents are equipped to serve every need for protection. 
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| Connecticut Mutual riod of ten years or more with the Con- 
g eechiess Convention —— — Service Medallion or 1851 1930 
ervice Bars. cee 
p The service medallion was awarded to BERKSHIRE LIFE INSURANCE COMPANY is justly 
5 WAS HELD IN WEST BADEN, IND, Joanna M. Pearce, Decatur, ten years, proud of its record for past year. 
while service bars were given as_fol- The marked gain of insurance in force has resulted principally 
First of Series of Three Regional Gath- pers Sy: = Pome: Sly yang from the success and efforts of its loyal field force. 
ne Sone a cago, twenty years; and Scott Pierce, New policy contracts—keeping pace with public demand. 
Columbus, thirty years. ASK ANY F INSURANCE CO PANY 
The ee of the aemeneg og Mutual Discussions Feature Second Day BERKSHIRE pag emer ge CE COM 
regional conventions was held in West The second day’s program departed 
Baden, Ind., August 26, 27, 28. As had somewhat from the ‘a pear nonsiom PITTSFIELD, MASSACHUSETTS 
been promised there was no “oratory.” It tions. The meeting opened with a ses- 
was a three day educational program sion on conservation. All phases of con- nes of the plan, the Connecticut Mutual 1930 “YEAR BOOK” PUBLISHED 
= composed entirely of sales demonstra- servation were taken up, such as selec- feels that results even surpassed expec- é 
tions made by leading producers of the tion of prospects, selling for a particular tations. The agents were careful to ar- Spectator Company’s Fifty-Eighth An- 
company. purpose, delivery of the policy, servicing rive promptly, paid: strict attention to nual Edition Includes Comprehen- 
es The first session was called to order PoOlicyholders and loans. A demonstra- the demonstrations, and _ participated sive Report of Life Companies 
on Monday, August 25, by Superinten- tion of reselling the policyholder was freely in the discussions which followed The fifty-eighth annual edition of “The 
dent of Agencies H. M. Holderness, fol- given by Edward C. Andersen, agency each demonstration given. Interest was Insurance Year Book” standard refer- 
' lowing which Peter M. Fraser, newly assistant, and Harold N. Chandler, sec- keen and was maintained at a high pitch ence work was published by the Spec- 
elected vice-president, extended greet- etary. After a brief recess, the meet- throughout the entire meetings. tator Co. last week, and includes as it 
ings. The meeting then launched into ing ee —— io pea has for a a a most ie: ontcagge 
ractical, tested sales helps as one sales SiON Oo € more intimate problems o , sive review of the insurance business. It 
ween bo se after be forcefully — ony conservation that confront REISSUE DR. PAUL’S BOOKS is — sr reget pdomane atm re- 
drove home basic principles of life in- e agent. — P e ‘ ’ : spectively, life insurance, fire and ma- 
surance suleueanaliie. The demonstra- Group chairman, for the mist part o> —- vig a rine insurance, and casualty, surety and 
tions were faithfully depicted upon a ™embers of the agency department of a Seer Sal ny miscellaneous lines. Each volume con- 
stage set to resemble a typical business the company, were E. Chester Sparver, : oe tains the. standard statistics regarding 
office. Fred C. Lyter, Thomas M. Stokes, Ed- Two books written by Dr. George P. companies and their transactions up to 
“Retirement Income” was the first of . ward C. Andersen, George F. B. Smith, Paul, associate medical director of the December 31, 1929. 
the sales demonstrations, Edward C, Leslie Martin and Kenilworth H. Actna Life, have been reissued accord- The life volume covers information and 
Andersen and Raymond W. Simpkin, re- Mathus. During this time an informal { § t niomen eh Wh statistics concerning 431 legal reserve life 
spectively, taking the part of the agent meeting was held for general agents. ar ee, Seay, Seer ; ‘,. companies, 97 assessment life associa- _ 
and prospect. Many of the salesmen Third Day’s Demonstrations Saunders Co., publishers of Philadelphia tions, 269 fraternal orders, and consid- 
took part. Sales demonstrations were resumed at and London. They are the sixth revised erable data concerning Canadian _busi- 
Frank E. Walker, agent, and Edward the third day’s session, when William edition of “Materia Medica for Nurses,” ness and that of foreign countries. In- 
P. Imboden, prospect, Decatur, Ill, next M. Carr and George L. Stewart, agent este BAM. seviond ‘edition of “Faves cluded also is a directory of agents in 
demonstrated the sale of Readjustment and prospect, of Nashville, gave a dem- 27° ! aft ‘ the United States and Canada and one 
Funds. onstration of Estate Selling. This was Nursing.” The sales of these two books of insurance attorneys and medical ex- 
After the discussion which followed, followed by an illustration of Program- have reached more than 50,000 copies. aminers. 
- the session was brought to a close by ming by Wendell Barrett and Thomas Dr. Paul was associated with the New 
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illustration and discussion of a sale on 
Educational Funds, with Clarence Wolf- 
ram of Cleveland as the agent and 
Charles Gilman, also of Cleveland, as 
the prospect. 

At the company dinner in the even- 
ing, Peter M. Fraser presented those 
who had served the company for a pe- 


L. O’Hern of Indianapolis. “Stock Pur- 
chase,” a sales demonstration by C. Du- 
rand Allen and Louis J. Fohr, general 
agent of Chicago, brought the formal 
program to a close. 

Undertaking a “speechless convention” 
somewhat in the nature of an experi- 
ment but with firm belief in the sound- 




















York state department of health before 
joining the Aetna. He had previously 
been connected with the Rockefeller 
Foundation during which time he studied 
tropical diseases and their control in the 
British West Indies, Central America, 
India, Australia and the Fiji Islands. 














KEFFER AGENCY GAINS 

The Aetna Life Agency of R. H. Kef- 
fer in New York City paid for $2,896,200 
during August, 1930, as compared with 
$2,297,240 for the month of August, 1929. 
The agency’s total paid business for the 
pe 1930 to September 1 was $25,922,- 
625. 


Can you sell a $10,000 Family Protec- 
tion Policy that will pay, on the 20-year 


E. This is an outline of sp oa assured dies at the end of 
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ogers PROTECTION POLICY 1. $2,000 in cash, equal to 20% 

= which is arousing “tase 
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double sell successfully an 3. pene ng 5 sae 

by er aH = TR nce plus estimated exeess ilanvees 

a law ying these ex accrued of $2,003.55 ‘ 
s ceptional provisions eneeeniekt: ares: dismene. 


PHONE 
COST, at age 35, for $10,000 


10-year plan . .... ONLY $207.20 
20-year plan. ... . ONLY $251.30 
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Insurance Companies Win In Two 
Recent Double Indemnity Cases 


Facial Abrasion Received in Barber Shop Said Not to Consti- 
tute Valid Basis for Insurance Claimed; Hold Accidental 
Death from Bodily Injury Inflicted by Third Party Is 


Not Risk Assumed by Company 


The double indemnity feature in life 
policies has been the basis of several 
cases in the courts recently in which 
beneficiaries have claimed that the clause 
applied and the companies denied lia- 
bility under the policies. Two of the 
most recent cases were decided in favor 
of the insurance companies. 

Whether death resulting from a cut 
made by a barber comes under the dou- 
ble indemnity clause will be retried as 
the result of an opinion by Justice 
Booth, the United States Circuit Court 
of Appeals at St. Louis recently re- 
manding for new trial the suit of the 
beneficiary of a life insurance policy on 
Magnus Erickson of Oslo, Minn., against 
the Lincoln National Life for double in- 
demnity on a $10,000 life policy. 

Evidence presented at the trial of the 
case showed that streptococcic infection 
set in soon after Erickson was cut by a 
barber on November 23, 1928. He died 
a week later. A claim for double indem- 
nity under the policy was presented but 
payment was refused by the company. 

The Appeals Court in remanding the 
case for a new trial held that the cir- 
cumstances did not necessarily qualify 
the beneficiary for double indemnity un- 
der the $10,000 policy. The clause pro- 
vided that should the holder “sustain 
bodily injury through external, violent 
accidental means,” resulting in death 
within ninety days, double payment will 
be made. 

Originally the case was tried in the 
District Court of Minnesota, which found 
in favor of the plaintiff. The insurance 
company took an appeal. The company 
contended that the policy did not cover 
death resulting directly or indirectly from 
disease in any form. 

Case reversed and remanded for new 
trial. 


Appeal Court’s Decision 


The Appeal Court stated that a dis- 
tinction should be made between an acci- 
dental result and the result of an acci- 
dental cause or means. The death of the 
insured, it was: held, was not proved to 
be caused by bodily injury effected di- 
rectly by accidental means. “In the case 
at bar,” the opinion declared, “the de- 
ceased was insured, not against acciden- 
tal results of intended means, but against 
death resulting from a bodily injury ef- 
fected directly through external, violent 
and accidental means. It may be proper 
enough, loosely to speak of the death 
as an accidental one; but the evidence, 
in our judgment, fails to show a death 
resulting from a bodily injury, effected 
directly by accidental means.” 

It was further held that there was 
nothing in the policy or in the surround- 
ing circumstances to indicate that the 
“bodily injury” were intended to 
include streptococcic infection. Another 
point made by the court was that the 
plaintiff’s case was based on a series of 
presumptions: first, that the abrasion on 
the face of the deceased was received 
in a barber shop; second, that the abra- 
sion was accidentally caused; third, that 
the abrasion was produced in the bar- 
ber shop by some instrument infected 
with streptococci, and fourth, that when 
the deceased went into the barber shop 
he was free from streptococcic infection. 


words 


Jefferson Standard Case 


In the case of Mrs. Addie Jolley vs. 
the Jefferson Standard Life. the situa- 
tion was this: On April 15, 1919, the 


defendant issued to Joseph Henry Jol- 
ley a life policy. Thereafter on May 26, 
1929, plaintiff’s intestate, “while sitting 





in the hall of his home and through no 
fault of his own, and being sane and 
sober, and being engaged in no fight, 
affray or other unlawful enterprise, was 
intentionally shot from ambush by some 
person, alleged to have been one Frank 
Cox. There has been no default in the 
payment of any premium and no waiver 
of any premium on account of disability 
and the insured had never engaged in 


military or naval service or any allied 
branch thereof. 

The said policy of insurance obligated 
to pay $2,500 to the insured’s estate upon 
due proof of death. The policy also con- 
tained the following double indemnity 
clause: “The company will pay the bene- 
ficiary in full settlement of all claims 
hereunder double the face amount of this 
policy, if during the premium paying 
period, and before default in the pay- 
ment of any premium, and before waiver 
of any premium on account of disability, 
and before any nonforfeiture provision is 
in effect, the death of the insured results 
from bodily injury within 90 days after 
the occurrence of such injury, provided 
death results directly and independently 
of all other causes, from bodily injuries 
effected solely through external, violent 
and accidental means while the insured 
is sane and sober; except these provi- 
sions do not apply if the insured shall 
engage in military or naval service, or 
any allied branch thereof, in time of war, 
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or in case death results from bodily in- 
juries inflicted by another person or by 
the insured himself, or in case of self- 
destruction.” 

Incontestable Clause 

Under the head of “General Provi- 
sions” occurs the following incontestable 
clause: “After one year from date this 
policy shall be incontestable for any 
cause except for nonpayment of premi- 
ums and violation of the provisions re- 
lating to military or naval services or 
any allied branch thereof in time of war, 
when the double indemnity and total and 
permanent disability provisions shall not 
apply.” 

The defendant paid the plaintiff, ad- 
ministratrix of the insured, the full face 
amount of said policy, to-wit, $2,500, but 
declined to pay the sum of $2,500 claimed 
by plaintiff under the double indemnity 
clause. 

The trial judge, being of the opinion 
that the plaintiff was not entitled to re- 
cover “any sum whatsoever on account 
of the double indemnity provisions of 
the policy,” nonsuited the case, from 
which judgment plaintiff appealed. 

An examination of the provisions of 
the policy involved in this litigation dis- 
closes that the double indemnity clause 
by express terms does not cover acci- 
dental injuries resulting in death occa- 
sioned and brought about by (a) parti- 
cipation in military or naval service or 
any allied branch thereof in time of 
war; (b) bodily injury inflicted by an- 
other person upon the insured; (c) bod- 
ily injury inflicted by the insured him- 
self; (d) self-destruction at any time 
whether during the first policy year or 
afterwards. 

It is clear therefore that accidental 
death resulting from bodily injury in- 
flicted by a third party is not a risk 
covered by the policy or assumed by the 
insurance company. The plaintiff, how- 
ever, insists that the incontestable clause 
of the policy withdraws from the com- 
pany any and all right to contest the 
payment of double indemnity unless it 
should appear that death resulted from 
participation in military or naval service 
or any allied branch thereof in time of 
war. 

Thus the effect of plaintiff’s contention 
is that, while injury inflicted by a third 
person resulting in death is withdrawn 
in the double indemnity clause, such risk 
is written back into the policy by vir- 
tue of the application of the incontest- 
able clause. 


ISSUES FAMILY INCOME PLAN 








Detroit Life’s New Policy Announced by 
A. Thomas Lehman, Actuary; 
Two Plans Offered 


A. Thomas Lehman, actuary of the 
Detroit Life, announced last week that 
the company has approved a new Fam- 
ily Income policy, which is immediately 
available for agents to sell. 

The policy is offered on two plans: 
one containing an income provision dur- 
ing the first twenty years of the pol- 
icy and the other for the first ten years 
of the contract. The agent is advised 
to use the plan best adapted to the age 
of the children at the time the policy 
is issued; if the children are very young 
the income provision for twenty years 
is advisable; if the children grouped are 
near ages ten to twelve, the ten year 
plan should be used. 

In the event of the death of the father, 
the face amount of the policy is held in 
trust by the company and an income 
of 12% per year, payable monthly, '5 
paid to the mother until the children 
have grown up and can take care of 
themselves: At the end of the income 
period the full face amount of the pol- 
icy will be paid to the beneficiary either 
in one lump sum or in instalments, if 
desired. 


PIERCE IN RICHMOND 


Walter Pierce, formefly a prominent 
producer of the Massachusetts Mutual 
in Miami, Fla., is now with the Charles 
B. Richardson agency of the company 
at Richmond, Va. 
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N orthwestern National 
Plans Winter Convention 


TO REPLACE REGIONALMEETINGS 





President Arnold Announces at Atlantic 
City Meeting That Individual Agency 
Schools Will Be Promoted 





President O. J. Arnold of the North- 
western National Life, at the close of 
the company’s Atlantic City meeting last 
week, announced that the next agency 
convention of the Minneapolis company 
will be a winter meeting in the South 
at which agents from all territories will 
gather. It will be held in New Orleans 
and Biloxi in February or March, 1932. 
The company will thus return to the all- 
company convention as contrasted with 
the regional meeting plan which has 
been followed the past two years. 

“The regional convention idea, adopted 
beginning with the 1928-29 convention 
contest, was a step in development of 
the conventions along educational lines,” 
President Arnold declared in his address. 
“The success of the past two regional 
conventions proves the soundness of the 
step but constantly increasing attendance 
at the regional meetings is making even 
them unwieldy for this purpose. Hence 
the plan of individual agency schools. By 
holding the all-company outing and ‘con- 
vention in the winter months, we give 
ample opportunity for the holding of 
agency schools next year at whatever 
season is best for each agency.” 

Attendance at the three regional con- 
ventions held in August totaled about 
325. The minimum requirement for at- 
tendance at the Southern convention 
will be proportionately but slightly high- 
er than for the regional meetings. It 
will recognize not only production of new 
business, but also settlement with the 
application, conservation of old business, 
and self-improvement. 


EQUITABLE SOCIETY’S NEW CLUB 


Half-Million Club Requires $17,000 in 
Premiums; Purpose To Aid Co.'s 
Agents in Metropolitan District 
Equitable Society agents of the New 
York Metropolitan District have formed 
a Half-Million-Dollar Club. To qualify 
for membership in this organization, a 
half million dollars of paid-for business, 
with $17,000 in premiums and _ twelve 

cases are required. 

That, however, is not the motivating 
principle behind the club. The real pur- 
pose is to promote the interests of the 
Equitable field force in this district. All 
problems of representatives in the field 
are to be considered, and in so far as 
practicable these problems will be dis- 
cussed at the regular meetings which 
will be held quarterly. 

_It is planned to appoint a representa- 
tive in each agency who will act as a 
contact man between the agency and the 
club. The club will also work in close 
co-operation with the home office in an 
effort to be of the greatest possible help 
in the handling of business. 





BANKERS NATIONAL CHANGES 
Arthur Howell, formerly assistant su- 
perintendent of agencies for the Bankers 
National Life of New Jersey, is organ- 
izing a Conservation Department for the 
company, and will assist all the com- 
pany’s agents in solving their problems 
along this line. William J. Sieger, for- 
merly assistant treasurer, becomes as- 
sistant superintendent of agencies. 





JULIAN S. MYRICK FIGURES 

Julian S. Myrick’s agency of the Mu- 
tual Life in New York City paid for 
$2,635,000 during the month of August 
in comparison With $3,051,791 during the 
same month of 1929. The agency’s total 
paid-for business for the first eight 
months of 1930 amounted to $31,441,811, 
as compared with $33,553,507 in the same 
period of 1929. 





Present success of our new sales plan 
narrows down to this: 


THE PLAN IS BUILT 
TO SECURE FINANCIAL 
INDEPENDENCE FOR 
THE AGENT. 


For full information write 


Superintendent of Agencies 
111 North Broad Street, Philadelphia, Pa. 
PHILADELPHIA LIFE 
INSURANCE COMPANY 


Wed t lms 








LOSE YOUNG DAUGHTER 


Sympathy is being extended Mr. and 
Mrs. William J. Parrish, Jr., because of 
the death of their youngest daughter, 
Eugenia Mortimer, 2 years old, which 
occurred August 20, following a brief ill- 
ness. Mr. Parrish is a well known at- 
torney of Richmond, Va., specializing in 
insurance law. The child’s mother was 
Kathleen Rogerson, daughter of the late 
W. L. T. Rogerson, formerly first vice- 
president of the Life Insurance Company 
of Virginia. 





METCALF BECOMES BENEDICT 


Wayne C. Metcalf, well known life in- 
surance man of Richmond, Va., and Mrs. 
T. Howison Lapsley, formerly of Ash- 
land, Va., were married recently at 
Greenville, Tenn. Formerly general 
agent in Richmond for the Equitable of 
Iowa, Mr. Metcalf is now with the forces 
of the Northwestern Mutual. He is a 
former secretary of the Richmond Asso- 
ciation of Life Underwriters. 





PROMISE UNEMPLOYMENT AID 

The promise of unemployment insur- 
ance legislation is being used as a decoy 
by many candidates for public office in 


order to gain the votes of working-men. 
although no practicable plan for provid- 
ing such coverage has been worked out, 
according to an editorial in a current 
issue of the Michigan Manufacturer and 
Financial Record, a Detroit publication. 





WARNER PHILADELPHIA AGENT 

William S. Warner has been appoint- 
ed general agent at Philadelphia for the 
Atlantic Life. For the past five years 
he had been manager of the life depart- 
ment of Marsh & McLennan in New 
York. After being manager for the 
Travelers at Kansas City for a time, he 
was transferred to New York becom- 
ing associated with its metropolitan of- 
fice there. Later he became manager of 
one of its branches there when the of- 
fice was split into branches, going from 
that position to Marsh & McLennan. 
Desire to return to direct production 
work prompted him to go with the At- 
lantic in Philadelphia. His territory, in 
addition to the city of Philadelphia, will 
include contiguous counties in Pennsyl- 
vania and also the county of Camden in 
New Jersey. His offices are at 1610 
Walnut street. 
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WE USE DOUBLE BARREL GUNS!! 


When a new man is invited to join the 
J. Elliott Hall Agency, there is an oppor- 
tunity for ‘Two Shots”— 


James A. Preston, 
Educational Department 
Home Office 


J. ELLIOTT HALL AGENCY 


Penn Mutual Life Insurance Company 
90 Church Street 





Educational 


Home Office. 





A—Thorough training in the local office; 
special training class. 


B—Post-graduate course offered by the 
Department of the 


James A. Preston taught the course re- 
cently with a select group of men and 
the following were outstanding leaders: 


1—Quentin Arnold Bossi 
2—Edward Fonda Clapp 
3—James T. Collins 
4—Bradley S. Hall 


New York 
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LIVE HINTS FOR BUSINESS 
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Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Effickency 


Closing a case is 


Closing the hardest problem 
The that many an agent 
Case faces. An Equitable 


Society agent, Alfred 
Sherr, says that to him the closing is 
the simplest part. He never asks the 
prospect if he wants the insurance, or if 
he shall make out the application. When 
he thinks that he has said enough, he 
takes out the application and fountain 
pen, still talking to keep the prospect’s 
mind off what he is doing. 

Then, leaving the application on the 
desk, Mr. Sherr says: 

“Well, Mr. Jones, here is my proposi- 
tion: this is what our company guaran- 
tees to do for you, and I feel at heart 
that you are business man enough to see 
the good in it. These are the things you 
want to protect: your family, your busi- 
ness, yourself. You like the idea, don’t 
you, Mr. Jones?” (Mr. Sherr does not 
wait too long for an answer.) “May I 
have Mrs. Jones’ name in full?” 

If the prospect does not give him the 
name and seems to hold back, the agent 
asks: “Is there anything about the plan 
you do not like or understand?” If the 
prospect replies in the negative but says 
he fully understands it, he continues: 
“Mr. Jones, if you can point out one 
thing that might make you sorry you 
invested in this, then I will say, do not 
invest.” If Mr. Jones still refuses to tell 
his wife’s name, Mr. Scherr gives him 
his card, asks him to phone him in case 
he wants him, and leaves, 

Te oe 


Holgar J. Johnson, 


Beating president of the 
Attractive Pittsburgh Life Un- 
Competition derwriters’ Associa- 


tion, offers a good 
tip in a recent “Life Underwriter,” the 
association’s monthly publication. He 
says that the real competitors the agent 
faces are the other forces in life that 
compete for the prospects’ dollars, and 
continues: 

“Have you noticed how attractive those 
new automobile ads are—more attractive 
than any car ever was—how pleasant the 
ads and sales ideas are that are presented 
by the cigarette manufacturers? Have 
you ever seen those enchanting adver- 
tisements and pictures of those choice 
vacation spots that lure the prospect? 
Do they hold any lesson for you? Are 
you presenting a pleasing picture to your 
prospect or client of what life insurance 
is and does—are you competing on equal 
ground with the luxuries of life or are 
you showing the dire consequences of 
what happens if they do not own life 
insurance ? 

“Give them a pleasant picture of what 
happens when they do own life insur- 
ance. It makes an attractive and ap- 
pealing presentation, that can and does 
compete. Not even that bright, colorful 
new streamline car can compete with a 
picture of travel, golf and comfort at the 
happy time of life, if you have the hap- 
piness and benefits of adequate life in- 
surance.” 





Formulated sales 

On talks are continuing 

Preparing to grow in popularity 

A Sales Talk for they are bringing 

in definite results. In 

this connection “Conmutopics” suggests 

to agents that this idea be put into prac- 
tice: 

Sit down and write out your sales talk; 
imagine yourself in the presence of your 
prospect, and write out just what you 
would say to him. 

Then read it aloud to yourself; after 
you have read it, ask yourself these ques- 
tions: 

(1) Is there anything different about 
my sales talk to make it stand out in 
comparison with the sales talk of other 
agents? 

(2) Is it a really interesting sales talk 
or does it present nothing new for a 
prospect to think about? 

(3) How many really important rea- 
sons do I give my prospect as to why 
he should buy insurance from me, today ? 

(4) Would this talk sell me life insur- 
ance? 

Then tear the talk up and write it over 
again, and keep on doing this until you 
have an interview which is interesting, 
serious and impressive. 

It is what you say that causes the other 
man to act or to refuse to act: if it is 
worth while to be in the business, worth 
while to work hard at the business of 
planning and prospecting, then it is 
worth while to give thought to what ac- 
tually is said in the interview. 

st 


A series of impor- 


Worth tant “dents” “to 
Keeping agents have been 
In Mind suggested by R. N. 


Rafferty, superin- 
tendent of agencies of the Lincoln Na- 
tional Life, who says: 

Don’t argue. You can win a debate 
and lose a sale. 

Don’t “monologue.” Give the prospect 
a chance to say a word. 

Don’t attack too viciously. 
get his story “off his chest.” 

Don’t “wisecrack.” 

Don’t overawe. 

Don’t antagonize. 

Don’t get stage-struck. 

Don’t get angry. 

Don’t get impatient or sarcastic. 

Do: Smile; assume a role of modest 
diffidence; talk simply, sincerely, in lan- 
guage the prospect understands. Know 
your answers perfectly. Be _ tactful, 
friendly, diplomatic, affable, yet firm, 
sure, fearless. 


* * x 


Let him 


Two wise remind- 


How To ers. for life agents, 
Avoid both old and new, 
Lapses were given recently 


ya. Lamar Lite 
agent, who cautioned as follows: 
“Don’t sell a man more life insurance 
than he can pay for. 
“Don’t forget personal service after 
the first premium.” 





TRANSFERS SUPERINTENDENTS 

Five district superintendents of the 
Western & Southern Life were recently 
transferred: W. B. Cox from Columbus, 
Ind., to Indianapolis North; B. P. Diffily 
from Evansville, Ind., to Indianapolis 
South; O. B. Heiser from Indianapolis 
North to Evansville; H. Wiles from To- 
ledo North to Saginaw; and R. Hartsing 
from Saginaw to Toledo North. 








HAIGHT, DAVIS & HAIGHT, Ine. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Kansas City 








Among America’s Industrial Life Leaders 
THE COLONIAL LIFE INSURANCE CO. 
Of America 


Now Leading Forty Other Companies With Over $120,000,000 In Force 
And More Than $23,000,000 In Ordinary 


Growing Stronger and Stronger Every Day 
A Good Company to Represent 


Home Office: Jersey City, N. J. 
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FRIENDLY COOPERATION 


A Good Company with which to Work 
Personal Attention to Agent’s Problems 
Paid-for New Insurance advanced 30% in 1929 
Standard Policies—Strong Assets 
Conservative Investments 


Established 1848 


Union Mutual Life Insurance Company 
Portland, Maine 














Incorporated 1871 














THE LIFE INSURANCE COMPANY 
of VIRGINIA 


RICHMOND, VIRGINIA 


1S) 


JOHN G. WALKER, CHAIRMAN OF THE BOARD 
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BRADFORD H,. WALKER, PRES. 




















34 Nassau Street 


DAVID F. HOUSTON 
President 





The Rewards of Consistency 


F A BUSINESS MAN takes care of his business, the business takes 

care of him. Life insurance field work is a business, and subject 

to the principles of general business. Those who achieve in this 
work are those who give it their undivided and full thought and effort. 
Isn’t this merely natural and logical? 


Life insurance field work under satisfying conditions is a career 
giving opportunity for achievement and profit according to ability and 
undivided effort. THe Mutua Lire INsuRANCE Company oF New YORK 
affords such conditions to its field workers. Life insurance in all stand- 
ard forms, annuities, disability and double indemnity benefits, prompt 
and equitable dealings, and facilities for serving policyholders in 
practical ways combine to make its agency force successful. 


Earnest-minded men and women of character and ability contem- 
plating a career in full-time field work are invited to apply to 


The Mutual Life Insurance Company 
of New York | 


New York, N. Y. 


GEORGE K. SARGENT 
2nd Vice-President 


and 
Manager of Agencies 
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Cite Various Taxes That 
Affect Life Insurance 


PERTINENT FOR LIFE AGENTS 





Cc. L. U. Examination Included Question 
on State and Federal Taxes Affect- 
ing Policyholder and Beneficiaries 





Accurate information on taxes is nec- 
essary in the equipment of the modern 
life underwriter. He is subjected to 
many inquiries today on the question 


from his prospects and must be in the 
position .to answer intelligently. For 
that reason a question on taxes given 


in the June 1930 C. L. U. examinations ~ 


on the subject is timely and important. 
The American College of Life Under- 
writers points out that the answers 
printed to their questions are not nec- 
essarily perfect, but rather are represen- 
tative answers. Credit was given for the 
reasonableness of the candidate’s an- 
swers and the intelligence with which 
he applied his knowledge. 

The tax question asked follows: List 
the various types of state and Federal 
taxes which financially affect a life in- 
surance policyholder and his beneficia- 
ries. Bearing in mind the necessity for 
each citizen assuming his due share of 
the expenses of government, what modi- 
fications in existing tax laws would you 
recommend in the interests of public 
welfare and to assure equity among life 
insurance policyholders? 

Various Kinds of Charges 


Life insurance policyholders and their 
beneficiaries, according to one discussion 
of this subject, are affected by several 
different types of taxes. These may be 
divided into the following groups: 

(1) Special life insurance taxes upon 
the company with which insurance is 
placed. These taxes include such as:— 

a. Premium tax. 

b. Franchise tax. 

c. Fee for filing annual statement. 

d. Fee for examining company. 

e. Agent’s license fees. 

f. Retaliatory and reciprocal taxes. 

Of these, the premium tax is the larg- 
est and most inequitable. It is frequent- 
ly applied to gross premiums, the com- 
pany being charged 114%, 2%, 214%, or 
some like percentage of its entire pre- 
mium income. Since the rates in vari- 
ous states differ, there is accordingly 
discrimination between policyholders in 
different states. Moreover, there is dis- 
crimination against the industrial policy- 
holder as compared with the ordinary 
policyholder, against policyholders at 
older ages, and against those having 
higher premium forms of contracts. If 


taxes are based on gross premiums, there 
ae 


is also discrimination between those who 
are insured in participating and non- 
participating companies. 

(2) Property and income taxes on 
companies. Life insurance companies 
are subject to taxation on their real es- 
tate holdings and other property and 
are subject to an income tax just as are 
other corporations. 

(3) Estate and inheritance taxes. The 
Federal Government levies an estate tax 
on all life insurance in excess of $40,000 
payable to named beneficiaries. This 
exemption is in addition to the usual 
$100,000 exemption. Most of the states 
do not levy inheritance taxes upon life 
insurance payable to named beneficiaries 
but there are some exceptions. 

(4) Federal and state income taxation. 
The Federal Government does not tax 
life insurance proceeds although on cer- 
tain types of contracts, such as annui- 
ties and matured endowments, it does 
tax all in excess of the amounts paid 
in by the policyholder. Only a few 
states levy income taxes. In computing 
a personal income tax, the policyholder 
is not allowed under the Federal Law 
to deduct any premiums paid for life 
insurance. 

Bearing in mind the necessity for each 
citizen assuming his due share of the 
expenses of government, I would recom- 
mend that (1) all of the special taxes 
enumerated in the first division above 
should be consolidated into one tax 
which would be only sufficient to bear 
the expense of operating the state in- 
surance department instead of being 20 
to 25 times that amount as is at present 
the case. (2) The insurance companies 
should continue to pay taxes on their 
property and net income just as other 
corporations. (3) Proceeds of life insur- 
ance payable to named _ beneficiaries 
should be exempt from all estate and 
inheritance taxation up to a reasonable 
limit, such as $100,000, which will pro- 
vide the necessities and some of the 
comforts of life for beneficiaries. Life 
insurance should not be used as a means 
of tax évasion but every citizen should 
be encouraged to carry a_ substantial 
amount of protection for his beneficia- 
ries. (4) In order to encourage the 
heads of families to protect their bene- 
ficiaries properly, they should be per- 
mitted to deduct, in computing their in- 
come taxes, a reasonable amount for 
premiums used to purchase family life 
insurance. This might be a sum such 
as $500 a year. (5) While there are 
other recommendations which might be 
made, the above have been suggested 
because I believe they will help to fos- 
ter the use of life insurance and will at 
the same time place upon life insurance 
policyholders a fair share of the taxa- 
tion which should justly be borne by 
them. 


FINANCING A CHURCH 





Second Presbyterian at Oak Park, Ill. 
Has Novel Insurance Plan; Person- 
nel Change Will Not Affect It 

Members of the Second Presbyterian 
Church at Oak Park, Ill., have financed 
the institution for $75,000, interest free, 
under a plan placed with a life company, 
by which the subscribers after thirty 
years will receive the amounts advanced, 
and in the meantime their estates are 
protected by the life insurance in the 
amount of the loan. 

An arrangement has been made 
through a trust company, by which the 
church guarantees that no change in per- 
sonnel of the board of trustees or in the 
institution’s policy could affect the in- 
vestment. In case of a change in which 
the new trustees would refuse to pay 
premiums on the life insurance that pro- 
tects the loans, the trust company is 
authorized to encumber the church prop- 
erty in an amount sufficient to meet the 
premiums. 

The church agrees to pay premiums 
for the full endowment period of thirty 
years. A considerable group of church 
members -form the group,. each being 
covered by insurance for the exact 
amount of his loan. 


OFFERS UNIQUE SAVINGS PLAN 








Mrs. Gertrude Noble Places Life Insur- 
ance -in “Noble Plan” Through 
John M. Egan Agency 
There is a woman in New York City 
who has established a unique insured 
savings plan, “The Noble Plan,” which 
has enjoyed unusual success in its 
slightly more than three years of oper- 
ation. This plan grants business people 
life insurance protection, health and ac- 
cident coverage, and the building up of 
a cash reserve through a large New York 

building and loan association. 

The inventor of the plan, Mrs. Ger- 
trude Noble, built it up because of her 
humanitarian interest and as an outlet 
for energy and not primarily as a means 
of making money. The life insurance is 
placed through the John M. Egan agency 
of the Home Life of New York. Mrs. 
Noble has qualified quite often among 
the Home Life agency leaders and usu- 
ally attends the company’s conventions. 





WESTERN AND SOUTHERN ITEMS 


Simon Fox, home office supervisor for 
the Western and Southern Life, has 
been placed in charge of the Louisville 
East district office. J. H. McCormick, 
representative for the company in Chil- 
licothe, Ohio, has been presented a ten- 
year membership button in the com- 
pany’s Veterans’ Legion. 




















Believe It 
or Not 


BANKERS 
NATIONAL 


Offers 


One of the Best 
OPPORTUNITIES 


in the Life Insurance Field 
ee 


A Modern, Progressive Com- 
pany, strongly established and 
fast-growing, has Agency open- 
ings in New Jersey, Delaware, 
Maryland, Pennsylvania, Connec- 
ticut, Maine, Illinois, Indiana and 
other territory. 


Those who are interested in a 
permanent connection offering an 
assured future are invited to 
write to 


SF 


Bankers National 


Life Insurance Co. 
Jersey City, N. J. 


R. R. Lounsbury, Pres. 


Geo. Ramée, 
Vice-Pres. & Supt. of Agencies 


























STATE MUTUAL LIFE 


ASSURANCE COMPANY 
OF 


_ WORCESTER, MASSACHUSETTS 














A New and Complete 


STATE MUTUAL MANUAL 
IS HELPING AGENCY OFFICES 
TO RENDER PROMPT, ACCURATE 
SERVICE TO AGENTS AND 
POLICYHOLDERS 











INCORPORATED—1844 
Eighty -Six Years of Service 
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Intelligent Progression 


E MUTUAL BENEFIT was organized in 1845, and for 

upwards of eighty years has been administered by a succession 

of directors and officers whose conduct of its affairs has merited 
and received the confidence and approval of hundreds of thousands of i 
policyholders. Not only has its history been marked by the fidelity, 
ability, and integrity of the officials who from time to time have 
been responsible for the Mutual Benefit’s financial management, but 
the Mutual Benefit has also been distinguished throughout its history 
for intelligent progression in the provisions of its contracts which, 
with unbroken adherence to sound actuarial principles, have made 
the Mutual Benefit a leader in life insurance underwriting. A 
improvements in contracts have been developed, liberalizing their 
provisions, the new benefits have been uniformly extended to earlier 
outstanding contracts, in so far as possible, thus securing to the 
earliest policyholders the benefits enjoyed by the latest. 


The Mutual Benefit Life Insurance Co. 
NEWARK, NEW JERSEY 3 
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Program Announced for 
Legal Section, A. L. C. 


GATHERS SEPTEMBER 29 - 30 





Judge Byron K. Elliott’s Review of Re- 
cent Life Insurance Decisions 
Will Be a Feature 





The Legal Section of the American 
Life Convention will hold its annual 
meeting at the Stevens Hotel, Chicago, 
September 29 and 30, the two days im- 
mediately preceding the gathering of the 
main body of the Convention. Walter 
H. Eckert, general counsel of the Fed- 
eral Life of Chicago, will be in charge 
as chairman. 

At the opening session on Monday 
morning, September 29, following the 
opening remarks of Mr. Eckert, Judge 
Byron K. Elliott, manager and general 
counsel of the Convention, will give a 
“Review of Recent Life Insurance De- 
cisions.” Others who will appear on the 
program are Clyde C. Shoemaker, vice- 
president and general counsel, Great Re- 
public Life, who will discuss “Legal Ef- 
fect Upon Right of Contest by Death of 
Insured During Contestable Period”; 
Allen May, general attorney, Missouri 
State Life,-on “Accidental Death: What 
Is Sufficient Proof?” Alexander W. 
Parker, associate counsel, Atlantic Life, 
“Accidental Means and Disease”; R. F. 
Baird, general counsel, Lincoln National 
Life, “Autopsies”; E. R. Sloan, general 
counsel, Bank Savings Life of Topeka, 
“Authority of Soliciting Agents to Bind 
Companies”; and Ralph H. Kastner, at- 
torney, American Life Convention, 
“Legislation Insurancewise in 1930.” 

President R. B. Cousins, Jr., of the 
San Jacinto Life and Judge Fred H. 
Aldrich, general counsel of the Ameri- 
can Life of Detroit, will also speak, but 


their subjects have not as yet been an- 
nounced. 

The annual American Life Convention 
Golf Tournament is to be staged over 
the sporty Olympia Fields Country Club 
courses on September 29 and 30. J. Fair- 
lie, vice-president of the Abraham Lin- 
coln Life, is chairman of the special 
committee in charge of this golf tourna- 
ment and it is anticipated that all of 
the good golfers in the Convention mem- 
bership will participate. Many valuable 
prizes will be awarded to the winners. 





Old Age Applications 
(Continued from Page 1) 


purpose of qualifying; and who is not 
in need of institutional care because of 
physical or mental condition. 

Amount of Relief Flexible 

The purpose of the law is to provide 
care for persons coming under the fore- 
going qualifications in proportion to 
needs. If the individual has a slight in- 
come his income from the state will be 
proportionately less. Those with no per- 
sonal income will receive a maximum. 
The maximum is not specified in the law, 
the payment being according to needs 
in all cases. 

Investigators go out on each case to 
corroborate information given and make 
personal calls on witnesses to verify data. 
Thousands of applications were mailed 
out by the bureau in response to re- 
quests. In Greater New York there are 
four branches of the bureau. The main 
office is at 50 Lafayette street and others 
in Brooklyn, Queens, Richmond and the 
Bronx. 

The American Association for Old Age 
Security has been one of the most active 
in turning in applications to the bureau. 
Of the applications received 65% were 
between 70 and 75 years; 35% were 75 
to 80- years and 13% more than 80 years 
of age. One applicant was 90 years old. 


Penn Mutual Launches 


New Use of Dividends 


TO BUY ADDITIONAL POLICY 





With Original Application Request Is 
Made to Issue With Examination 
New Policy 





The Penn Mutual has put into effect a 
new plan of dividend use under _poli- 
cies, except term, whose minimum is 
$5,000. The agents have been placing it 
for about three weeks, and reports from 
all parts of the organization demonstrate 
that the plan is extremely attractive and 
readily salable, both because it auto- 
matically increases the insurance and be- 
cause it provides a means for covering 
other needs than those contemplated by 
the original policy. The company states 
that the Penn Mutual is the first to in- 
troduce the plan, and predicts its wide- 
spread adoption. 

This is how it works. For example, 
an original policy of $20,000 Ordinary 
life is issued. With the application 
comes a request that the dividend to 
become due at the end of the first pol- 
icy year shall be used to purchase an 
additional Ordinary life policy, and that 
all succeeding dividends on the original 
policy shall be used to pay the renewal 
premiums on the additional policy. At 
age thirty the first dividend on a $20,000 
Ordinary life would pay the regular pre- 
mium on a $4,626 additional policy, or 
on $3,790 if disability and double indem- 
nity are included. The additional con- 
tract is issued without medical examina- 
tion, if the total insurance would be 
within the company’s limits, and without 
any other action on the part of the in- 
sured than his application for this divi- 
dend use when applying for the original 
policy. 

The second and succeeding annual divi- 
dends on the original policy will be 
larger than the premium on the addi- 
tional, provided the present dividend 
schedule is maintained, and the excess, 
together with the dividends on the addi- 
tional policy, will be paid in cash if de- 
sired. If cash payment is not desired, 
the dividends may be accumulated and 
the interest compounded annually. This 
would materially and increasingly aug- 
ment the amount of protection for the 
beneficiary, and so largely increase the 
cash value of the contract that if the 
insured desires to surrender, at retire- 
ment age, and use the proceeds to pro- 
duce an income, very satisfactory re- 
sults may be had. 

The agents are finding the new plan 
attractive in offering the additional pol- 
icy as a clean-up fund. Especially for 
rounding out an educational fund the 
policy appeals to parents as a means for 
providing an income for a year or so 
while the son or daughter is becoming 
established after graduation. 





FORM NEW ENGLAND BODY 
Union Central Representatives Launch 
New Association; James M. Wood- 
house Elected First President 
James M. Woodhouse, manager in 
Boston for the Union Central, was re- 
cently elected the first president of a 
new organization, the New England 
Union Central Life Association. New 
England managers, general agents and 
producers of the company have long de- 
sired some form of organization in that 
section, and last month formally set up 
the association, with the following pur- 

poses in mind: 

A closer relationship between agen- 
cies, joining them together for contests 
and sales campaigns; to challenge, as a 
group, other sections of the country to 
production contests; for the inspiration 
it will give each individual when he real- 
izes he is a part of this co-operative 
effort; to bring New England activities 
into greater prominence in the company; 
to previde better and more economical 
means for the education and training of 
new agents. 














20.8% Increase 


The steady growth which The Guardian has 
experienced in recent years continues at an accel- 
erated pace in 1930. During the first six months 
of this year, Guardian Fieldmen produced 20.8% 
more new paid-for business than in the correspond- 


ing period a year ago. 


Production in June, 1930, was the greatest for 
any month in the seventy years during which The 


Guardian has been in business. 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 


50 UNION SQUARE - -: NEW YORK CITY 











Northwestern Facts 


In its exemplification of life insurance service to the public, The 
Northwestern Mutual Life Insurance Company entertains and employs 
ideas and methods which are distinctively its own. 


The Northwestern has a complete coverage for all life insurance 
needs through the medium of simple contracts. As a matter of fact, 
The Northwestern issues but six forms of policies in all its transactions. 
It does nothing but a life insuring business, and it believes completely 
in the trust relationship of that business. 


In providing for the needs of the life insuring public, The North- 
western believes in the education of its agents along incidental lines. 
It is not enough that its agents should know the fundamentals of life 
insurance, but The Northwestern considers it necessary that they know 
something of the technique of investment, the science of sociology, the 
art of using good language, and that they be generally educated in a 
manner to appeal to the intelligence of the preferred risks who consti 
tute the membership of The Northwestern Mutual Life Insurance 
Company. 


The Northwestern has not adopted the so-called disability annuity 
and double indemnity features of life insurance. It writes no group, 
payroll, salary deduction, or other wholesale and mass insurance. It 
believes that exact equality of obligation, benefit, and service to each 
policyholder is implied in the relationship between the policyholder and 
the Company, and it finds itself justified in its beliefs and methods of 
doing business by less than 7% of lapse and over 50% of repeat orders. 


LIFE INSURANCE IS A PROMINENT FACTOR IN PER- 
SONAL THRIFT AND PROTECTION. 


The Northwestern Mutual Life Insurance Co. 
Milwaukee, Wisconsin 
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Atlantic Life Meetings E Disability Clause 
IN SESSION AT ATLANTIC CITY 5 BASIS OF INTERPRETATION 
President Angus O. Swink Addresses $ Court Holds Casual Employment Does 
“Aces”; Forty-eight Representatives 4 


Not Affect Total and Permanent 


Win Service Pins Disability 








Splendid progress in every. important 
activity undertaken during the past year 
was reported by President Angus O. 
Swink of the Atlantic Life at the com- 
pany’s eleventh annual Aces convention 
at Atlantic City this week. The con- 
vention opened Wednesday evening with 
a banquet at the Hotel Ambassador, and 
continues through until tomorrow. 

President Swink, in his address, point- 
ed out, in referring to the assets of the 
company, that the securities held were 


In a lengthy opinion the supreme 
court of Mississippi discusses the legal 
interpretation of the disability clause in 
life policies in the case of the Equitable 
Life Assurance Society against Serio on 
appeal from a lower court decision in 
favor of the policyholder. The policy- 
holder developed tuberculosis, according 
to the evidence, and was advised by his 
physician to rest and give up regular em- 
ployment. 

He lived in the back of a small coun- ' 
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all high grade and that the interest rate 
earned on mean invested assets in 1929 
was 6.32%, one of the highest rates 
earned by any life company. In Virginia, 
he said, the Atlantic secured the largest 
volume of business in 1929 written by 
any strictly ordinary life company oper- 
ating in the state. It wrote nearly. 10% 
of the total business written in the state 
last year, with more than sixty compa- 
nies in the field. 

The importance of conservation was 
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try store with his family and was cas- 
ually employed in helping in the store. 
On the basis of this employment the 
insurance company denied liability under 
the total and permanent disability clause. 
A lower court allowed the policyhold- 
er’s claim and this was upheld by the 
supreme court of the state. In discuss- 
ing the construction to be put upon the 
disability clause, the latter court said: 
“The construction, said the court, 
which is placed by nearly all courts on 
insurance contracts such as that which 


aie 


stressed by the Atlantic Life president, 
who pointed out that selling for spe- 
cific needs and exercise of care is not 
overloading prospects would go far to- 
ward conserving business. In conclusion 
he said that sales of life insurance in 
the current year have held up con- 
sistently and showed a satisfactory in- 
crease over 1929. 

Conservation importance was also 
brought out in other addresses. Ed- 
mund A. Saunders, chairman of the 
board, read a paper on “Conservation— 
A Builder and Stabilizer.” Dr. Frank P. 
Righter, medical director, told how busi- 
ness could be conserved through proper 
selection, while Charles W. Phillips, 
vice-president of Atlantic Agency, Inc., 
showed how contact with thé policyhold- 
er was effective in holding business. 

The President’s Conservation Cup was 
awarded to the George D. Richardson 
Co. general agents at Raleigh, N. C. 
This trophy is awarded annually to the 
general agency which has the best re- 
newal record during the current club 
year on the business produced during the 
last club year. In order for any agency 
to be eligible to compete for the cup, 
it must have paid for $500,000 or more of 
business in both the preceding and cur- 
rent club years. 

Forty-eight company representatives 
received gold service pins. Two repre- 
Sentatives received 25-year pins. These 
were R. L. Dobie, Atlantic’s oldest gen- 
eral agent in point of service, located 
at Norfolk, and Sheriff E. S. Norman 
of Edenton, N. C., both associated with 
Atlantic Agency, Inc. Dr. Frank P. 
Righter, medical director, was the re- 
cipient of a 15-year pin. Other members 
of the home office group received 5-year 
Pins as follows: William H. Harrison, 
Vice-president and superintendent of 
agencies; Alexander W. Parker, coun- 
sel; Mel T. Abel, assistant superintend- 
ent of agencies; Dr. Cullen Pitt, assist- 


ant medical director; Alton C. Griffith, 
Cashier, 


forms the basis of this suit is an equit- 
able and reasonable construction. It is 
not that literal interpretation which 
would construe ‘total disability’ to mean a 
condition of complete helplessness or such 
an entire physical or mental inability in 
respect to the pursuit of an occupation or 
employment as would prevent the insured 
from doing anything whatever. 

“The construction is more liberal in 
a case in which the disability arises out 
of a disease the nature of which is such 
that common care and prudence require 
the insured to rest, to the extent that 
he shall refrain from the ordinary ex- 
actions of any fixed employment. Tu- 
berculosis is such a disease, as is so well 
known as to require no proof before the 
average jury in Mississippi. The jury 
in this case, in the light of all the evi- 
dence, was well justified in returning the 
verdict that it did, in favor of the in- 
sured. 

“The insurer apparently claimed that 
even though it should be held that within 
the meaning of the policy the insured 
was wholly unable to engage in any 
occupation or perform any work and was 
therefore ‘totally disabled,’ yet the evi- 
dence did not show that his disability 
was ‘permanent’ and that he could not 
get well. But the court refused to in- 
terpret the term ‘permanent disability’ as 
meaning only a disability without any 
hope or possibility of recovery or change 
for the better. 

“Courts must give such contracts a 
reasonable interpretation that will stand 
the test of honesty and square the 
transaction between the parties with 
some valuable object in contemplation 
at the time the contract was made. 

“The word ‘permanent’ was construed 
by the court, therefore, as having been 
used for the purpose only of excluding 
disabilities that are merely temporary. 
Although a disability is one which miay 
or will pass away in a fair period of time, 
yet if the required period is longer than 
that which reasonably considered is only 
temporary, then it must of necessity fall 
within the opposite general term, ‘per- 
manent,’ because it is not ‘temporary.’ 
The connection in which the word is 
used, rather than its most restricted lit- 
eral definition, is required to control in 
determining its meaning.” 
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|»  \|N ARCHITECTURAL LANDMARK OF 
DIGNITY AND BEAUTY, this building is 
primarily an ideal workshop. The Com- 
pany’s 3,800 employees enjoy the maximum 
of good air, sunlight and quiet possible in the intense 
life of Manhattan, as well as 20th Century utilities and 


conveniences that multiply human efficieacy in the 
day’s work. 
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ONLY TEXAS C. L. U. 


The only Texan so far to pass the ex- 
amination for the C. L. U. degree in the 
‘American College of Life Underwriters, 
1s believed to be Homer G. Hewitt, man- 
ager of the life department of Cravens, 

argan & Company, of Houston, Texas, 


a? for the Northwestern National 
ife, 


New York Life Insurance Company 
MADISON SQUARE, NEW YORK, N. Y. 
Darwin P. Kingsley, President 





TAYLOR AGENCY GAINS 


When notified of his success by Dr. 


David McCahan, assistant dean, Logan. 


all, University of Pennsylvania and 
chairman of the registration board for 


th 


The Taylor agency of the Mutual Life 
in New York City paid for $474,500 dur- 
ing the month of August, 1930, as com- 
pared with $382,000 for the same period 
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he college, Mr. Hewitt was given con- 
siderable publicity in the Houston pa- 
Pers. The “Chronicle” gave him a column, 


in 1929. The paid-for to date for the 
year is $4,733,906, comparing with $2,- 
LON 10\-18 964,160 for the same period last year. 
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British Societies 
Show Large Growth 





ASSETS NOW REACH $1,195,000,000 





Report of Registrar of Friendly Societies 
Reveals Progress of Wholesale 
Trading Organization 





The chief registrar of Friendly Socie- 
ties in the United Kingdom has just is- 
sued his annual report, which covers 1928 
and lucidly surveys the proceedings of 
British industrial and provident “socie- 
ties.” He states that at the end of 1927 
there were 5,891 societies on the register 
in Great Britain, an increase of 174 as 
compared with the number at the end 
of 1926. Membership in the same period 
increased from 6,200,000 to 6,600,000, and 
assets increased from #£222,584,400 ($1,- 
112,922,000) to £239.013,000 ($1,195,065,000) 
considered astounding figures. The as- 
sets include investments in other socie- 
ties and societies’ balances with the 
banking department of the Co-operative 
Wholesale Society, Ltd., which together 
amounted to approximately £50,000,000 
($250,000,000) in 1927, 

The number of general supply socie- 
ties was reduced to 1,235 in the year 
under review, owing to the continued 
process of amalgamation. One compar- 
atively large society, the Civil Service 
Supply Association. Ltd., was converted 
into a company in March, 1927, and with 
the removal of this society from the reg- 
ister there remain only a few small gen- 
eral supply societies which do not pay 
(to customers) dividends on purchases. 
In the aggregate the sales of the general 
supply societies increased during 1927 by 
£13,000,000, reflecting the results of an 
intensive campaign for new members and 
a recovery from the depression caused 
by the industrial disputes of 1926. In 
only one area—Wales—were the sales in 
1927 lower than in 1925. 

London Societies Gain Most 

Progress made by the London socie- 
ties was again appreciably greater than 
that made by societies in other parts of 
the country, as their sales increased by 
14.4%. The average rate of dividend on 
purchases was almost everywhere higher 
than in any year since 1917. Rates per 
£1 ($5.00) of sales ranged from 1s. 3d. 
(30 cents) in London and the Home 
Counties (those bordering on London) 
to 3s. 4d. (80 cents) in Southern Scot- 
land. Notwithstanding the increases in 
dividend rates and average sales in most 
districts, nearly £2,000,000 ($10000000) 
was added to reserves and net balance 
of profit carried forward. 

Share capital was increased by #£4,000.- 
000 ($20,000,000) and with the increase in 
the balance of profit and reserves the 
financial position of societies, the report 
states, was stronger than at the end of 
the previous vear. In 1925 and 1926 some 
societies had been compelled to draw on 
their reserves in order to maintain their 


dividend rates, but in 1927 the amounts, 


as a whole, were more than replaced 
and dividend rates at the same time 
were increased. In proportion to the 
number of members the share capital 
has been decreasing. At the end of 
1925 the average was £17.7 ($88.00) and 
at the end of 1927 it was £16.7 ($83.00). 

Of the 27 societies which in 1927 re- 
turned sales exceeding £1,000,000 ($5,- 
000,000), 20 were located in the North 
and North Midlands, five in the South, 
and two in ‘Scotland. Two London so- 
cieties, the Royal Arsenal and the Lon- 
don Co-operative, led with £6,243,950 
($31,219,750) and £5,931,931 ($29,659,659) 
respectively. Leeds had £4,103,165 ($20,- 
515,825), St. Cuthbert’s (Edinburgh) 
£4,019,668 ($20,098,340), and Birmingham 
£3,745,942 . ($18,729,710). 

Wholesale Societies Changes 

The sales of the two principal whole- 
sale societies—Co-operative Wholesale 
Society, Ltd., and the Scottish Co-opera- 
tive Wholesale Society, Ltd—amounted 
to £104,000,000 ($520,000,000) in 1927, in 
comparison with £92,000,000 ($460,000,- 
000) in 1926. The net surplus on the 
year’s working of the wholesale societies 
was £640,000 ($3,200,000) in excess of the 
figure for 1926, and amounted to 24% 
of the sales. Societies in respect of 
which the major part of the goods sold 
are of their own production showed a 
noteworthy increase in business as com- 
pared with 1926. An interesting addition 
to the group is the Vale of Evesham 
Fruit Canners, Ltd., whose sales in 1927 
amounted to £17,421 ($97,105). 

The number of clubs registered under 
the Industrial and Provident Societies 
Act continued to increase throughout the 
year, and at the end of 1927 constituted 
nearly two-fifths of the total number of 
societies on the register of industrial 
and provident societies. The receipts 
from sale of refreshments were £240.000 
($1,200,000) greater than in 1926, but 
were still very much below the figures 
for 1924 and 1925, in spite of an in- 
creased membership. The group of 
banks and loan societies, the report 
states, is dominated by the banking de- 
partment of the Co-operative Wholesale 
Society. 

Dairy societies in 1927 numbered 97, 
with a membership of 8,486, and egg and 
poultry societies were 51 in number with 
a membership of 11,922. 

The housing societies group comprises 
societies whose main object is the direct 
provision of houses. At the end of 1927 
the membership comprised 6,639 tenants, 
15,628 non-tenants, and 170 societies or 
companies. 

From prelim‘nary calculations for the 
year 1928, it is confidently anticipated 
that the showing of that vear will be 
even better than that of 1927, the effects 
of the industrial disturbances in 1926 
having by 1928 been thoroughly shaken 
off. 





C, A. Ferrill, general agent of the At- 
lantic Life at Columbus, Miss., died last 
week. He was Sits three years old. 

















: NEW PAID INSURANCE 1929 
$147,858,997 


INSURANCE IN FORCE 
$1,202,101,059 





New England Mutual Life Insurance Co. 
Boston, Mass. 
Chartered 1835 
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AS WE SERVE 
WE PROGRESS 


Insurance in Force 


1923 - $1,000,000,000 
1927 - $1,500,000,000 
1930 - $2,000,000,000 


Massachusetts Mutual 


Life Insurance Company 
Springfield, Massachusetts 
Organized 1851 




















356,988 Prospects 


received advertising letters in first five months of 1930 


$19,000,000 of Business 


sold on lives of “advertised” prospects. in same period. 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 


Established 1879 Des Moines, Iowa 
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Insuring Sons Of 
Well-To-Do Men 


AGENT TELLS H!IS EXPERIENCE 





George P. Jackson of J. Elliott Hall 
Agency Has Had Success In 
This Field 





A member of the J. Elliott Hall agency 
of the Penn Mutual at 50 Church street, 
New York, has made a success of selling 
insurance on the lives of the sons of 
well-to-do men. This man is George P. 
Jackson and one reason for his interest 
in young men and his ability to present 
their case with such success is that he 


was formerly a teacher and on the fa- 
culty of Washington & Lee University. 
In his first year with the Hall agency, 
Mr. Jackson paid for approximately 
$400,000. 

“It has been my experience during the 
past year,” said Mr. Tackson, “that one 
of the easiest and most pleasant sources 
of contacts and business has been found 
by approaching successful men on the 
subject of insurance on the lives of their 
sons. Most men are vitally interested 
in future of their sons and when a rea- 
sonable proposal is presented, which is 
bound to serve the best interests of the 
boy himself in later years, the father 
willingly becomes interested.” 

Mr. Jackson says the approach is 
predicated upon a few fundamental 
thoughts. The business man is already 
committed to the idea of building an 
estate which in the end must come to 
the son in whole or in part. In most 
cases, it does not matter to the parent 
how he saves for the son provided he 
feels that it will reach the son in a way 
to do the most good for the boy. Fur- 
thermore, it is a most reasonable pre- 
sumption that the bov himself will need 
and buy insurance when he becomes 
older, selfsupporting and has responsi- 
bilities of his own. Consequently, it is 
surely advisable for the father to use 
part of what he is already saving to pur- 
chase something of inestimable value for 
the boy, especially since he can take 
advantage of those important factors of 
present good health and lowest possible 
premium rate. 


Many Benefits Derived 


_ “The necessity of firmly implanting the 
idea of thrift in the young man” suggests 
Mr. Jackson, “should be emphasized by 


the adroitness with which the agent 
creates the impression that the idea was 
really in the father’s mind all the time 
and that all favorable decisions are the 
result of the parent’s own knowledge, 
experience and foresight. This elimi- 
nates the resistance to the “sell” idea 
and causes the parent-to rejoice in his 
own love and foresight for his son. If 
the agent has led the parent to ade- 
quately interpret the boy’s future in light 
of his own experience and has brought 
home the value of this insurance plan by 
comparison with the father’s need dur- 
ing his own early manhood, the difficulty 
of closing will be eliminated. 

“The agent will find that he is able 
to approach the parent upon the idea of 
insurance on his son, when, in many 
cases, other direct means of securing an 
interview would fail. Practically all pa- 
rents like to talk about their sons and 
the alert agent can capitalize the funda- 
mental human trait by so tying himself 
up with the father and the subject of 
the father’s interest, i. e.,.the son, as 
to readily secure subsequent interviews 
for discussion of the parent’s own need 
for insurance.” 





MRS. J. C. BRISTOW DEAD 
Mrs. J. Chambers Bristow, wife of the 
general agent at Richmond, Va., for the 
Home Life of New York, died recently. 














AMERICAN 
CENTRAL 
LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 
Old Line Legal Reserve 


Established 1899 
HERBERT M. WOOLLEN, President 




















SUES FRATERNAL 
Lulah M. Hatch, widow of V. E. Hatch, 
filed suit in the district court, Denver, 
Colo., August 25, seeking to collect $1,000 
on a policy held by her husband in the 
Woodmen of the World. 


BIG TAX REFUND 


The Treasury Department has recom- 
mended to the joint Congressional Com- 
mittee on Internal Revenue an over-as- 
sessment allowance of $1,057,720 to the 
New York Life. 














A MULTIPLE LINE 


Backed by Prompt, Efficient Service 


A combination that increases results and 


multiplies the Agent’s income 


M 





With its Home Office situated at the Hub of the Nation— 
St. Louis, “The City surrounded by the United States,”—the 
Missouri State Life is able to give to its representatives 
prompt, efficient service in the handling of all matters per- 
taining to solicitation, underwriting and claim payments. And 
- through its multiple line of Life, Accident and Health, Group 
and Salary Savings, the Company offers representatives an 
exceptional opportunity to multiply the resuits of their daily 
P _ work and thereby multiply their income. 


Suggesting that the insurance be issued 
in several small policies with the thought 
of turning these over to the boy one 
by one to carry himself after he starts 
to work. Frequently, the objection has 
been raised that the boy will have an 
estate of such size as to obviate the 
necessity for insurance. In this connec- 
tion, there is stressed the fine coopera- 
tion between father and son in their 
combined efforts in thus building to- ie 
gether this first part of the boy’s own 
estate. The inference is further carried 
on by mentioning the sad disappointment 
of the parent if he felt that the boy 
would be content to rest upon his 
father’s accomplishments, becoming an 
idler and a waster without thought of 
building for himself. The very fact that 
the father can do something so valuable 
for the boy which the boy cannot do for 
himself for several years is a powerful 
incentive, the more so when it is coupled 
With the idea of inculcating a sense of 
pat and future responsibility in the 

OV. 

. In most cases, it has been found ad- 
visable to recommend the Twenty Pay- 
ment Life Rate Endowment Contract, 
because of its flexibility in the exercise 
of certain options at the end of fourteen, 
twenty and twenty-eight to thirty years. 

Owever, whenever the father is already 
thoroughly committed to some. other 
Plan, it is generally the part of wisdom 
to at least offer the parent the choice 
etween his ideas and the agent’s on 
the subject. The actual consummation 
of the sale will be greatly facilitated by 











Insurance in force now over 
$1,245,000,000.00 





MIssourRI STATE LIFE INSURANCE CoMPANY 


Hillsman Taylor, President, St. Louis 
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THE PROBLEM OF SUICIDE 

An illuminating insight into the nature, 
causes and methods of suicide is given 
by Louis I. Dublin, statistician of the 
Metropolitan Life, in an article in cur- 
rent “Harper’s Magazine.” The writer 
tells of the types and nationalities who 
most readily succumb to the impulse 
of killing themselves, and also discusses 
how certain external factors, such as 
economic conditions, city life, religion, 
social customs and traditions exert a 
very real influence on the frequency 
of suicide. 

It is brought out how difficult it is 
to determine whether suicide is on the 
increase or decrease in the United States. 
Authentic figures for the country as a 
whole go back only to the beginning of 
the century and since then the rate has 
fluctuated greatly from year to year. 
There are well over 16,000 suicides re- 
ported in this country each year. The 
figures over the years would indicate 
that since 1911 there has been a rather 
steady decline; and that among the wage 
earners of the country the rate has fall- 
en faster than among the population as 
a whole. This is contrary to the popu- 
lar impression. 

Suicide in the United States is limit- 
ed almost altogether to white people, 
for among the country’s 11,000,000 ne- 
groes there are annually only about 500 
cases of self-destruction, This fact is 
particularly significant since it is among 
the colored people that the highest homi- 
cide rates prevail. There is, therefore, 
apparently little ground for believing that 
suicide and homicide go hand in hand, 
and that both reflect a contempt for 
human life. The highest rates of sui- 
cide in the world are to be found in 
countries with large Germanic popula- 
tions, such as Germany, Austria and 
Switzerland. Hungary, Poland, Czecho- 
slovakia and Japan also have an abnor- 
mally high record, more than twice that 
of the United States and England. The 
Italians show very low suicide rates, 
while the Jews rarely commit suicide. 
The United States occupies a middle po- 
sition in reference to suicide frequency. 

Like color and race, age is an impor- 
tant factor in the causation of self- 
destruction. Contrary to general opin- 
ion, the problem increases in intensity 
with advancing years. There is very lit- 
tle suicide among children. In fact, more 
than half of all suicides occur among 
persons forty-five years and over, al- 
though this group constitutes only a lit- 
tle over a fifth of the total population. 


As far as sex goes, suicide may be called 
a masculine type of reaction as more 
than three times as many men as women 
do away with themselves each year. 

Various causes enter into suicide; it 
rarely depends upon any single factor. 
The rate among males fluctuates with 
the business cycle; depressions in busi- 
ness automatically increase the rate. 
Death rates in the city are higher than 
in the country, probably due to the 
greater stability.of the country family, 
to the lower divorce rate, to the rela- 
tively few childless couples, to the great- 
er number of children in each family, 
and to the more unified interests, tra- 
ditions, and beliefs. Religion undoubt- 
edly also enters in. Catholic countries 
show especially low rates, not because 
the church is more strongly opposed to 
suicide than other religions, but that the 
power of the church is more absolute, 
its organization is more closely knit, and 
it has fewer rebels than other creeds. 

Dr. Dublin does not see any one meth- 
od of prevention likely to prove a pana- 
cea; there are so many external fac- 
tors, so many types of personality and 
so many methods of reacting to any 
given situation. He feels, however, that 
two factors have been a constructive 
force, the church and the mental hy- 
giene movement. Not only has the church 
condemned suicide as a sin and a cow- 
ardly escape from the vicissitudes of life 
but it has fostered an attitude that tends 
to make suicide impossible. The mental 
hygiene movement seeks not only to 
cure and to prevent mental diseases but 
to build up each personality through self- 
discipline so that a feeling of adequacy, 
of efficiency, of contentment, and happi- 
ness may be achieved. 





John M. Kingsley, son of President 
Darwin P. Kingsley of the New York 
Life, and Miss Betty Curry, daughter of 
Mr. and Mrs. Henry M. Curry, Jr., 
Pittsburgh, are engaged to marry. Mr. 
Kingsley attended Groton School and 
Yale. 

* * * 


Charles H. Gardner, prominent local 
agent of Troy, N. Y., is celebrating his 
twenty-fifth anniversary in the insurance 
business. As a souvenir of the occasion 
he is sending to his friends a handsome 
booklet containing famous paintings of 
the American Revolution. 

ee ee 


Robert H. Angell, president of the 
Shenandoah Life of Roanoke, Va., has 
been named a member of the Virginia 
drought relief commission which is head- 
ed by former Governor Harry F. Byrd. 
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GEORGE W. CARTER 








George W. Carter of Detroit, one of 
the countrys’ leading insurance agents, 
was interviewed during his recent visit 
to New York by the editor of “The Royal 
Adviser,” agency publication of the Royal 
Indemnity. That paper’s account of the 
interview follows: 

“During his recent visit to New York, 
we talked to Mr. George W. Carter of 
the Detroit Insurance Agency about his 
work as chairman of the Negotiating 
Committee of the Conference Compa- 
nies in the Western Underwriters As- 
sociation territory. George was enthu- 
siastic about the work which had been 
done. The Committee has had two meet- 
ings with the Governing Committee of 
the Western Underwriters Association, 
at which definite plans were formulated 
for dealing with the public, handling un- 
derwriting, legislative and other impor- 
tant problems, promoting the welfare of 
stock insurance, and co-operating with 
public officials and citizens in matters 
of public value and concern. 

“The success thus far attained as- 
sures further conferences which should 
result in a better understanding and 
more concerted and co-operative action 
on the part of stock insurance com- 
panies and agents. 

“In spite of the great demands on his 
time, George Carter has always been 
active in movements to further the in- 
terests of stock insurance cormmpanies 
and agents. He is on the Executive 
Committee of the National Association 
of Insurance Agents, is an ex-president 
of the Insurance Federation of Michigan, 
and was the first president of the De- 
troit Insurance Agents Association.” 


* * * 


B. S. Cummings, formerly North Caro- 
lina special agent for the Dixie, is now 
supervising the state for the Automobile 
group of companies. Mr. Cummings 
gave up the special agency of the Dixie 
when this company was acquired by the 
American of Newark and its field forces 
were consolidated with those of the Am- 
erican. As special agent of the Auto- 


mobile group, he succeeds Robert W. 


Russell, resigned. 
* * * 


Harry H. Pace, formerly president of 


the Northwestern Life of Newark, which 


merged with the Supreme Liberty Life. 
and who holds a similar position now 
with the latter company, has been made 
a member of the Non-Partisan City- 
Wide Committee on Traction Referen- 
dum, created by the City Council of 
Chicago. 


General Manager James G. Nicoll, of 
the Scottish Union & National of Edin- 
burgh, together with his wife and their 
two daughters, are planning a trip to 
the Pacific Coast after leaving the home 
of United States Manager J. H. Vree- 
land with whom they are staying until 
the middle of the month. Mr. and Mrs. 
Vreeland will accompany the Nicolls 
from Montreal to British Columbia, 
down the Pacific Coast to southern Cali- 
fornia and thence eastward along the 
southern border to the Middle Western 
states. Manager Nicoll will sail with 
his family for Scotland about the mid- 
dle of November. 


* * * 


Sumner Rhoades, genial and thorough- 
ly capable manager of the Eastern Un- 
derwriters’ Association, returned on 
Monday from his trip to France, Switz- 
erland and Italy. He was accompanied 
by Mrs. Rhoades and reports that they 
both had a most enjoyable vacation in 
Europe. They sailed from Genoa and 
stopped at Naples, Nice, Villefranche and 
Gibraltar en route to New York. 


eo 


James Rolph, Jr., well known San 
Francisco general agent who was nomi- 
nated last week for governor of Cali- 
fornia on the Republican ticket, is a 
member of the firm of James Rolph, 
Jr., Landis & Ellis. For eighteen years 
he has been mayor of San Francisco 
and as chief executive of the city has 
made a splendid record. He was a vice- 
president and director of the Panama- 
Pacific International Exposition and has 
received notable recognition from for- 
eign governments, nine of which have 
decorated him as a mark of appreciation 
of courtesies extended to their country- 
men. His five administrations as mayor 
have been marked with a long list of 
fine accomplishments including the pres- 
ent beautiful San Francisco civic cen- 
ter. 

eR hee 

J. P. Mayer, superintendent of the 
newly organized inland marine and all- 
risk department of the Royal, Liverpool 
& London & Globe, Queen, Newark 
Fire, Star of America, American & For- 
eign and Federal Union, has been in in- 
surance for about fifteen years. He 
started his career in 1915 with the ocean 
marine department of the Royal. Two 
years later he went with the brokerage 
house of Davis, Dorland & Co., and be- 
came manager of their marine and in- 
land business. He was there for about 
ten years. In 1928 Mr. Mayer joined 
Platt, Fuller & Co. New York marine 
representatives of the Insurance Com- 
pany of North America, as inland marine 
underwriter. On April 1 of this year he 
resigned to take over the task of ‘form- 
ing the department he is now operating. 
Offices of the department are located on 
the second floor of the Royal Building 
at 150 William street. 


* * * 


Mrs. Herbert C. Taylor, wife of the 
Virginia state agent for the Home of 
New York and affiliated companies, has 
been awarded a special prize of $5 for 
the best vacation picture submitted on: 
week to the Richmond “News Leader.” 
The photo showed Mrs. Taylor and her, 
mother in front of a huge arch of snow 
at the entrance to Paradise Inn in 
Ranier National Park. 


ie eons ee 
Charles F. Williams, vice-president of 
the Western and Southern Life, is home 
again after a six weeks’ yacation i0 
Europe. 


x oe  * 

J. D. Simpson, assistant general man- 
ager of the Royal and the Liverpool & 
London & Globe, is on a holiday in Fin- 
land and Sweden. 
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Live Lobsters by Airplane Insured 
An inquiry was recently made in the 
London insurance market for a quota- 
tion to cover consignments of live lob- 
sters by airplane from Lisbon to Madrid, 


a distance of about 250 miles. It was 
stated that the lobsters would be car- 
ried in baskets, and that the value of 
each consignment would be. from $500 
to $750. The lobsters were to be in- 
sured: (1) against mortality directly 
caused by crashing or fire only; (2) 
against mortality caused as above, but 
also caused by forced landing due to 
mechanical breakdown after commence- 
ment of flight, and excluding theft. Un- 
derwriters to pay all claims in excess of 
10% on each consignment. The broker 
concerned found no difficulty in secur- 
ing a quotation from an underwriter for 
each form of insurance. 

Lobsters are considered a great deli- 
cacy in Spain, retailing at prices as high 
as $2.50 per pound. 

ee se . 
Believes in Signs 

The Corn Exchange Bank of New 
York has a branch in the Pennsylvania 
Railroad Station, New York. So many 
people are apt to pass the bank without 
knowing that it is a bank (because of 
the general architectural scheme of the 
depot) that the bank has studded the 
front of the building with signs, some 
of them made of bronze. The name of 
the bank appears on the front of the 
building sixteen times. 

eo ee 


Wise Saws 


Something new and novel in the way 
of business literature has been gotten 
out by the Northwestern Mutual Life. 
It is a book, called “Wise Saws and 
Modern Instances,” a collection of aphor- 
istic passages from addresses which have 
been given in the passing years by rep- 
resentatives of the company, or from 
articles written in the company’s agency 
publication. It is not printed for pub- 
lic, circulation, but was designed for the 
information and inspiration of North- 
western Mutual Life people. These wise 
Saws have to do with ability, age, the 
agent, brains, character, confidence, dis- 
cipline, discouragement, failure, experi- 
ence, inspiration, initiative and many 
similar subjects. Some quotes from the 
book follow: — 


Courage 


Salesmanship without moral courage is 
spineless salesmanship.—Tyrrell. 

It doesn’t take great courage to fol- 
low the crowd, it doesn’t take courage to 
do the thing that everybody else is do- 
Ing; it doesn’t take courage to say “yes” 
to every request. It does take courage 
to say “no”; to refuse to go with the 
crowd when it is unsafe or inadvisable 
to do so; to pioneer when it is sound 
but unpopular to do so.—Cleary. 

















Determination 

The determined man is the successful 
man.—Mears. 

Determination knows no failure—Win- 
field. 

Look out for results when a strong 
man armed with a great cause makes 
up his mind.—Fischer. 

The self-determination that brings an 


increase in amount of work will also 
bring an-increase in the amount of 
achievement.—Woodward. 


Delay 


I do not mean to preach procrastina- 
tion, but I do think many good cases 
are spoiled by undue eagerness, and I 
think a good agent should have or de- 
velop an intuition which will teach him 
when to be aggressive and when to mask 
his batteries —Kirkpatrick. 

As is well known, delays are danger- 
ous, and nowhere more. than in life in- 
surance.—Pick. 

It is a splendid quality to know how 
to wait at the right time.—Pick. 

To delay is to lose energy, and noth- 
ing is more easily pigeon-holed than a 
business proposition which has grown 
cold.—Reid. 

We are all going to do the right thing, 
soon—tomorrow, maybe, and we go along 
from day to day, and from year to year, 
until our good intentions are converted 
into paving blocks for that place, the 
existence of which Bob Ingersoll de- 
nied. —Pinkus. 


Good Will 


Endeavor to so impress your custom- 
ers that every client will be disposed 
to be an agent working for you without 
remuneration, hurrying to notify you of 
a prospect when he occasionally hears. 
of the same.—Jonas. 

Always make one man write another, 
if possible—Mage. 

It is a good plan to treat every stran- 
ger as though you might meet him so- 
cially the next day.—Goldsbury. 

In my judgment there is no influence 
so potent for good as the incidental re- 
mark, or as one of my good friends puts 
it, “the wagging tongue,” of a well satis- 
fied policyholder.—Fansler. 

If your business is properly sold your 
clients will work for you.—Griswold. 


Happiness 


I like that expression: an- organizer 
of sunshine; blessed is he that scatters 
sunshine into the dark and dreary home. 
—Murphey. 

If we can’t get ourselves into a happy 
mood, our time would be better spent 
by going to a ball game than by at- 
tempting to sell life insurance.—Fuller. 
‘A smile will often win its way, but it 
must have its source in the heart and 
soul of the man, and not be worn simply 
as a mask to get an interview.—Griswold. 

Happiness has been defined as a con- 
tinuous effort towards a desirable object 


with a consciousness of perceptible prog- 
ress.—Evans. 

There’s good philosophy in the phrase, 
“I won’t be happy till I make you happy 
too.”—Wright. 

Teach us to laugh and love and sing 
while we serve —Dakin. 


Health 


If the health of the body is sustained 
by care and nourishment, so must the 
health of the mind be robust and ready 
through systematic training as well as by 
intellectual food.—Reid. 

Look out for your own health. A sick 
or tired man cannot close business suc- 
cessfully—Waller. 

You cannot do a good day’s work in 
life insurance, you cannot make a good 
speech, you cannot play baseball (when 
you are not used to it) unless you are 
fit—Goldsbury. 


Honor 


The honor and future of our company 
must be first considered and its well- 
being stand before the caprice of any 
man.—Kimball. 

When a man goes into a profession he 
must remember that there is such a thing 
as professional honor, professional loy- 
alty and professional stagnation.—Myers. 

Good morals in business is a profitable 
policy to pursue.—Cleary. 

If you make an agreement with a man, 
keep it if it takes the skin off !—Givens. 


Idealism 


.Conducting business without ideals is 
conducting without principle—Evans. 

The truest, most real things in life 
are the ideal things, and just to the 
extent that we rise above the present 
reality to the ideal that is in our mind, 
just to that extent do we reach our 
widest and best success.—Norris. 

Without ideals progress is impossible, 
ambition a negation.—Laflin. 

The qualities of men are spiritual as 
well as moral and phvsical, and cannot 
be measured and tested by the same 
methods as cord wood or steel rails.— 
Griswold. 

Dreams are part of the business of 
being young—De Lano. 

Initiative 

The question of your future success 
in the business will depend upon the 
question whether there is energy and 
initiative enough in you to keep you 
hard and cheerfully at work when you 
are alone—Norton. 

A man who lacks initiative is com- 
parable to a ship without a rudder or 
a broken mast before the wind—Phillips. 

There are in this world all sorts of 
men who can do what they are told, who 
can run on rails, or who can run in a 
rut, but mighty few people who have 
self-starters; mighty few of them, and 
they are the salt of the earth—Price. 

Do you possess the exceptional virtue 
of being a consistent self-starter ?— 
Chapman. 


Knowledge 


As solicitors we need a knowledge of 
our own, not taught in any books, but 
found in many of them. We need a 
knowledge of human nature, that can 
come at its best only by ripe experience 
and careful observation—Van Vechten. 

The agent can have no stereotyped 
method, and must be prepared to change 
his tactics with every new prospect. He 
needs to know men as the master organ- 
ist knows his instrument, and practice 
himself in the art of evoking chords and 
melodies to his purpose—Reinhardt. 

A capable young man will advance in 
any sphere of life. The measure of his 
success depends solely on mastering the 
principles of his profession, on the care- 
ful study of himself and on the knowl- 
edge of opposing forces.—Reid. 

It is true of every other kind of busi- 
ness in the world, the more you know 
about everything, the better you are 
for your own particular business—Price. 

It is possible to be very learned and 
yet incomparably ignorant of things fun- 
damentally right—Taylor. 


Mediocrity 

The medium walks of life are crowded 
with medium people. If they possess 
capacity they lack energy. If they are 
endowed with intelligence they need ap- 
plication —Reid. 

There are two things that make medi- 
ocre salesmen. One is a great big abil- 
ity that permits you to sell life insurance 
easy, and the other is a whole lot of 
work with very little ability—-Ham- 
burger. 

Almost every underwriter lacks one 
trait at least which makes the difference 
between mediocrity or failure and suc- 
cess. Generally that trait is definiteness 
of purpose.—Chapman. 


Mental Attitude 


The mind is the great factor in our 
lives. It is the spark from the Divine — 
Goldsbury. 

At the very outset we must learn a 
fundamental law. Unless we employ 
mental force actively we shall suffer it 
passively. Unless we master it, by it 
shall we be mastered.—Goldsbury. 


Neighborliness 


There is not a man but feels more and 
more the solemn significance of the word 
neighbor.—Brewer. 

The touching of elbows, the inter- 
change of experiences and opinions, are 
of incalculable value——Norris. 

I do not believe that I have sold a 
man in the last year who does not call 
me by my first name, and each one has 
asked me my advice as to the best form 
of policy for him to take, and each man 
is a closer friend today than he was be- 
fore I sold him his insurance.—Dorr. 

A person who criticizes me and tells 
me of my weak points is my friend.— 
Jennings. 

I believe that there is no place in the 
life insurance business today for the man 
who says I am not my brother’s keeper. 
—Hamburger. 

Look upon yourselves as but units in 
a well organized agency where you are 
your brothers’ keepers, and where their 
success and yours are linked together.— 
Hamburger. 


Reputation 


A good reputation, when backed by a 
good character, is like money at inter- 
est—it has an accumulative and con- 
stantly increasing value—Ayers. 

Jealously guard the good name of your 
company, each agent for himself, and the 
entire force will reap the reward.—Gear- 
hart. : i 
A reputation as a public-spirited citi- 
zen is a desirable asset for a life in- 
surance. solicitor to possess.—Fisher. 

The man who buys and the man who 
sells are both the beneficiaries of a good 
reputation.—Parsons. 

A reputation is always being earned, 
and in a profound sense is a continuing 
responsibility—Chapman. 


Respect 


No one is respected in this world like 
an earnest, honest man.—Kimball. 

Conduct yourself so that every com- 
petitor looks up to you and not down 
upon you.—Kaufmann. 

We love to honor the memory of ,the 
founders of this great life insurance 
company for their sturdy and unflinching 
devotion to fundamentals.—Parsons. 

If you can quote to a young man 
somebody whom he has moral respect 
for and financial respect for, you can 
interest him every time—Phillips. 


Sacrifice 


The greatest and most abiding work 
in your field, that which will survive 
the corroding influence of time, is done 
at great price, it takes its toll of you— 
Piper. 3 2 

The blessings we enjoy this day—liber- 
ty, law, domestic felicity, art, science, 
religion—were purchased with the -blood, 
the sorrow, the sacrifice, the consecrated, 
devoted labor of men and women of oth- 
er days.—Laflin. 
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FIRE INSURANCE 








Wood Heads N. Y. Dep’t 
Of the North America 


SUCCEEDS LATE C. F. ENDERLY 


Came Here in 1928 When Metropolitan 
Dep’t Was Created; Weston Man- 


ager of Brokerage and Service 





Charles H. Wood, comparatively a 
newcomer to New York City’s fire in- 
surance ranks but one who has created 
an excellent reputation during his stay 
here, on Tuesday became manager of 
the New York metropolitan department 
of the Insurance Co. of North America, 
succeeding the late Charles F. Enderly. 
Clifford H. Weston, who was associated 
with Mr. Enderly for many years here 
as one of his assistants and who like- 
wise is capable and popular, becomes 
assistant manager of the metropolitan 
department.+He will in addition be mana- 
ger of the brokerage and service de- 
partment. 

Mr. Wood, who came to New York 
from the Philadelphia home office of the 
company during the latter part of 1928 
when the New York metropolitan de- 
partment was organized, is a southerner 
and got his early training in that part 
of the country. He began his insurance 
career with the Alabama Rating & In- 
spection Bureau and was later trans- 
ferred to the headquarters of the South- 


Eastern Underwriters’ Association at 
Atlanta. Then for a while he was a 
special agent of the Continental in 
Georgia. 


In 1920 Mr. Wood became a special for 
the North America in the Southern de- 
partment, from which position he was 
promoted to the home office in Philadel- 
phia. There he acted as special agent 
for eastern Pennsylvania including the 
home office territory. When the com- 
pany expanded its New York office two 
‘years ago to include metropolitan fire 
business as well as brokerage and serv- 
ice risks Mr. Wood came on as a mem- 
ber of the staff. In June of last year 
Mr. Wood and Mr. Weston were both 
made assistant managers. 

Mr. Weston was born in Brooklyn 
and has spent his life in Greater New 
York. He entered insurance in 1908 and 
for some years was in a Brooklyn local 
fire agency. In 1918 he became affiliated 
with the North America’s office here un- 
der Mr. Enderly. He has contributed 
a lot to the success of the brokerage 
and service department and has a host 
of friends among brokers and agents. 

Starting out as a small office under 
Mr. Enderly in 1916 the North America’s 
branch here has expanded steadily. Be- 
sides the addition of the metropolitan 
department in 1928 a marine agency 
was included early last year. There are 
now nearly seventy employes in the fire 
office in New York, not including those 
with the Indemnity Co. 





PA. COMMISSION COMMITTEE 

The special commissions committee of 
the Pennsylvania Association of Insur- 
ance Agents has been reorganized to 


give representation to Philadelphia and . 


Pittsburgh. The members of the com- 
mittee now are: Kenneth H. Bair, 
Greensburg, chairman; J. W. Barr, Oil 
City; H. E. McKelvey, Pittsburgh, and 
W. J. Chase, Philadelphia. 





LICENSED IN NEW JERSEY 
The First National of America, of 
Seattle, Wash., and the Nevada Fire of 
Reno, Nev., have been licensed to do 
business in New Jersey making a total of 
ten insurance companies admitted to 
New Jersey since January 1. 


wenn annie 


National Ass’n Now 
Has 12,288 Members 


YEAR’S QUOTA 





IS EXCEEDED 





Five States More Than Double Mem- 
bers in One Year; Louisiana Wins 


Cup; New York Has 1,055 





For the third year in succession the 
National Association of Insurance Agents 
has gone “over the top” in its drive to 
increase the membership 10% each year 
as part of the five year development 
plan. The association now has a total 
membership of 12,288 agencies or eighty 
more than the goal set for August 31, 
1930. This is again a record membership 
in the history of the association and the 
success of the efforts are all the more 
notable when made during a year of gen- 
eral business set-backs. 

Five states, headed by Louisiana, show- 
ed an increase of more than 100% in 
their quota for the year. The member- 
ship has now more than doubled within 
the last six years. It is estimated that 
the average agency membership repre- 
sents four individual producers which 
brings the individual membership in the 
association ranks up to approximately 
50,000 agents. 

The present membership is composed 
almost entirely of agents who represent 
only conforming companies as practical- 
ly all the states have amended their 
constitutions setting up a requirement 
that only such agents may belong. 

Louisiana is well in the lead with an 
increase of 153% for the three year pe- 
riod and 101% to its credit for the year, 
insuring its winning of the Membership 
Cup, awarded each year to the state 
association making the largest percent- 
age increase for the year. California 
is second, with 81% for the year. 

When it became evident that Louisiana 
was to win the Membership Cup John 
D. Saint, manager of the Louisiana In- 
surance Society, immediately wrote to 
National Association headquarters that 
to the first state association which dur- 
ing 1930-31 equals Louisiana’s record 
for the year just closing the Associa- 
tion will present a Fellowship Cup, pres- 
entation to be made at the 1931 conven- 
tion of the National Association. 

“Louisiana,” he says, “is experiencing 
a virile, representative state association, 
Alled with wonderful fellowship and now 
wishes every state to share in the joys 
of such a feeling as only this can pro- 
duce.” 

New York Still Has Most Members 

New York state remains well in the 
lead numerically with 1,055 members. It 
is the only state that has as many as a 
thousand members although the second 
state, Ohio, with 902, is forging toward 
the goal. California ranks third with 
706, Pennsylvania is fourth with 688, 





"The eye gives more perfect knowledge 
than the ear"—perhaps—but the word 
"Service" is of little value in type—its 


implied action is a vital force in our 


operations. 


UO Wyre 








Texas fifth with 556 and New Jersey 
sixth with 492. The final returns are to 
be counted as a direct result of the call 
issued a short time ago by President 
Clyde ‘B. Smith, for four hundred vol- 
unteers, to bring the membership up to 
its quota. : 

On August 30, the birthday anniver- 
sary of the president, two hundred and 
eleven members were added as a special 
compliment to him. California wired in 
forty-five new members; Connecticut, 
forty-two; New York, twenty-two; 
Michigan, nineteen; Kansas, seventeen; 
Arkansas, sixteen; Iowa and Missouri, 
ten each; Massachusetts, eight; Louisi- 
ana, six; Wisconsin, five; West Virginia 
and Vermont, three each; Indiana, two, 
and Mississippi, Washington and West 
Virginia one each. 

Louisiana has increased its member- 
ship from 158 in 1927 to 400, the great- 
est gain coming in the past year when 
it jumped over two hundred. 

Vermont, winner of the membership 
cup last year, shows a gain over the 
three year period of 127%, from seventy- 
three to 166 members; Texas, which will 
be host to the annual convention the 
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week of October 7, has gone from 2062 
to 556, a gain of 119%. South Dakota 
has gone from forty-four to ninety-six, 
gaining 118%, and California has just 
reached the 706 mark, a gain of 111%. 
Its gain also was made for the most 
part within the past year which it start- 
ed with 390 members. This gain marks 
the largest membership ever recorded 
for California and puts it third numer- 
ically among the states, displacing Penn- 
sylvania which drops to fourth place. 


Of the remaining states which have 
reached or passed their quotas for the 
year Arkansas has 95%; Utah, 80%; New 
Hampshire, winner of the membership 
cup two years ago, 67%; Connecticut, 
48%; Pennsylvania, 45%; Kansas, 44%; 
New Jersey, 43%; Missouri, 39%; Mich- 
igan, 35%; New York, North Carolina 
and Ohio, 31% each. 





ACQUISITION COST MEETING 





Special Committee of Commissioners to 
Meet Tomorrow in Hartford Prelim- 
inary to Convention 

The special committee on acquisition 
costs of the National Convention of: In- 
surance Commissioners will hold a spe- 
cial meeting tomorrow at the Bond Ho- 
tel in Hartford to consider the report 
which will be presented next week to thie 
annual meeting of the commissioners in 
Hartford. Commissioner Charles D. Liv- 
ingston of Michigan is chairman of this 
committee and will preside tomorrow. 
The place of Superintendent Albert Con- 
way of New York, who resigned to be- 
come judge of the Brooklyn County 
Court, will be taken on the committee 
by Acting Superintendent Thomas 
Behan. J. J. McGrath, head of the rat- 
ing bureau of the New York department, 
is secretary of the special committee. 
This report on commissions and other 
acquisition costs will be one of the fea- 
tures of next week’s convention. 
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_Fifty-Seven Years In One Office 


George Magnus Joined Old Phenix of Brooklyn in July, 1873; 
No Elevators or Electricity in Building W here He Started 
to Work as an Office Boy for Company 


George Magnus of the America Fore 
is still on the job after spending fifty- 
seven years in one office. It was on July 
20, 1873, when he joined the forces of 
the old Phenix Insurance Co. of Brook- 
lyn (now the Fidelity-Phenix). He re- 
calls the first day vividly even now as it 
was one of the hottest days of 1873 and 
at that time there were none of the 
modern ways of keeping cool, such as 
electric fans and mechanical refrigera- 
tion, air cooling and ventilating systems. 

Buildings were not equipped with ele- 
vators or lighted by electricity. The 
only means of travel from one floor to 
another was to walk the stairs thus ab- 
sorbing much energy and time. 

There were none of the many public 
conveyances now enjoyed such as elec- 
tric street, subway or elevated railways, 
or Brooklyn Bridges. Lower Broadway 
was then traversed by stage coaches. 

Using the Ferries 

Many of the leading insurance men 
lived in Brooklyn traveling to New York 
over the South, Hamilton and Fulton 
street ferries, walking to and from the 
ferries. Lower Broadway between Pine 
and Fulton streets was the insurance 
district for American companies. The 
Continental Insurance Co.’s office was at 
100 Broadway, all departments being seg- 
regated on one floor about 40 feet by 
100 feet; the Phenix of. Brooklyn’s of- 
fice was at 173 Broadway, New York. 
The foreign companies’ offices were seg- 
regated largely on Pine and Wall streets 
near Broadway. a 

What is now the insurance district 
was then a warehouse, wholesale chemi- 
cal, sheet metal, drug and ship chan- 
dlery section. Fulton street was the 
downtown retail store center. 

The buildings in lower Manhattan were 
of ordinary joisted brick and stone con- 
struction averaging up to a maximum 
of six stories in height. Trinity Church 
steeple towered well above the roofs of 
all local structures, being for years the 
highest nearby building, The main post 
office was a small one story structure 
located on Nassau street between Liberty 
and Cedar streets. ; 

The duties of the office boys in those 
days were filled with minor responsibili- 
ties, varying from general office work, 
making premium collections, serving no- 





tices of directors’ meetings, errand and 
lookup work, etc. 

The company directors took an active 
part in the underwriting, special direc- 
tors’ meetings being called to consider 
lines on special hazards and those for 
what was then considered large amounts. 
A large line in those days was $10,000. 
Many of the average rates were double 
and triple what they are today. All 


GEORGE MAGNUS 


rates were open, each company making 
its Own rates. 


Few Brokerage Concerns 


There were very few insurance brok- 
erage concerns, most of the business be- 
ing written direct or through agents. 
Fires of incendiary origin were nothing 
like as common as they are today. 

There were no printed building and 
contents forms, each form of coverage 
being written by hand. Good penmen 
were in great demand in those days in 
view of the competition between the 
companies in the effort to issue beau- 
tifully written policies. 

Special clauses and permits were un- 
usual, a special charge being made for 
protection against damage by lightning. 
Policies were written for straight fire 
coverage and for a net amount only, 
there being no reinsurance‘ facilities. 





LONG ISLAND INSURANCE DAY 





Will Be Celebrated by Local Agents of 
Three County Associations With Clam 
Bake at Bayville, Sept. 17 
The Queens County, Suffolk County 
and Nassau County Associations of Lo- 
cal Agents will celebrate Long Island 
Insurance Day with an outing at Bay- 
ville, near Oyster Bay, on September 17. 
Che outing will be in the form of an old- 
fashioned Rhode Island clambake served 
at Charlie Valentine’s. The bake will 
be served at two o’clock at a cost of $5 
a person. There will be bathing and golf 








Stokes, Packard, Haughton & Smith, 
Philadelphia, are occupying new offices 
on the twelfth floor of 1608 Walnut 
street, Philadelphia. 


as entertainment. Those making reser- 
vations should send them to Richard 
Downing, 24 Audrey avenue, Oyster 
Bay. Those on the committee include 
A. C. Edwards, president of the Suffolk 
County Association; William B. Dickin- 
son, president of the Queens County 
Association; Richard Downing, president 
of the Nassau County Association; 
Henry Von Elm and William S. Christy, 
Jr. 


Dorman Seeks Aid to 
Cut N. Y. City Losses 


APPEALS TO 





CIVIC BODIES 





Big Increase in Number of Fires and 
Damages So Far This Year, Fire 
Commissioner Reports 





John J. Dorman, New York fire com- 
missioner, has asked a number of the 
leading civic organizations in this city 
to co-operate with the fire department 
in a general campaign to'reduce the large 
number of fires here. The fires in 1929 
in Greater New York increased 3,774 
over 1928 and in order to show a reduc- 
tion this year the commissioner states 
that outside assistance is absolutely es- 
sential. For the first half of this year 
there were 1,672 more fires than during 
the corresponding period of 1929 and the 
losses were nearly $2,000,000 greater than 
for the first six months of last year. 

Since fire department records keep 
Manhattan, the Bronx and Richmond on 
one schedule and Brooklyn and Queens 
on another, the estimate of the number 
of fires and losses is based on the two 
groups of boroughs and only in some 
instances on each borough independently. 
The figures for the first half of 1930, 
released yesterday, show that Manhat- 
tan, the Bronx and Richmond jumped 
from 7,383 fires during the first half of 
1929 to 8352 fires for the first half of 
this year, while Brooklyn and Queens, 
which had 6,352 fires for the first six 
months of 1929, reached a new high 
mark of 7,054. 

The increases in financial losses caused 
by fires kept pace with the two groups 
of boroughs. While the losses in Man- 
hattan, the Bronx and Richmond were 
nearly $5,000,000 for the first half of 
1929, they rose to more than $6,000,000 
in 1930, while in Brooklyn and Queens 
the losses totaled about $4,000,000 for 
the first six months of 1929 and about 
$4,500,000 for the first half of 1930. 

Three Suggestions Offered 

In his letter to the civic associations 
Commissioner Dorman set forth three 
specific suggestions for the war against 
fire and fire hazards. A new city ordi- 
nance to end conditions that would make 
fire probable was the first suggestion 
in the commissioner’s letter. 

“Since the largest number of fires from 
any single cause, as outlined in the re- 
cently published annual report of the 
department, is ascribed to bonfires, 
brushfires and the like,’ Mr. Dorman 
wrote, “I suggest that the civic associa- 
tions co-operating with me form an or- 
dinance requiring owners of unimproved 
property in outlying districts to cut and 
remove all brush, weeds, hay and such 
substances from all fences, sheds and 
buildings. 

“I should like to suggest also that 
the civic organizations sponsor an edu- 
cational campaign, preferably through 
newspaper publicity, to warn all inhabit- 
ants of the city of the dangers existant 
in the careless use of cigars, cigarettes 
and pipes. Altogether, 2,298 fires were 
caused by careless smokers in New York 
City last year. The educational cam- 
paign should also warn the public against 
the menace of children playing with 
matches, responsible for 437 of last year’s 
fires, and carelessness in the use of 


a 


Att’y General Rules 
On Okla. Rate Contest 


UPHOLDS STATE 





INS. BOARD 





Says Companies Must Supply Informa- 
tion On All Sources. Of Income To 
Determine Rate Fairness 





An opinion handed down by the Okla- 
homa attorney general to A. L. Roark, 
secretary of the State Insurance Board, 
indicates that the Board has the right 
to call upon insurance companies for 
information on all sources of income and 
that the Board shall consider such in- 
formation in granting the increase in 
rates requested by fire insurance com- 
panies operating in Oklahoma City. The 
increase was requested because of en- 
croachment of oil well drilling upon the 
city and the alleged increased hazards. 

Protest was filed by city officials who 
claimed that rates are already too high, 
that the oil situation is not increasing 
the hazards and requested the Board to 
obtain this information regarding income 
sources. At a hearing August 15, action 
of the Board was postponed until No- 
vember 14, pending receipt of the opin- 
ion of the attorney general as to its 
right to make this demand of the com- 
panies. 

The attorney general’s opinion is 
based on Sec. 6743, Oklahoma Statutes, 
1921, which in part provide that: 

“When the Board shall determine that 
any rate made by an insurance company 
in this state is excessive or unreasonably 
high, or that said rate is inadequate to 
the safety or soundness of the company 
granting the same, it is authorized to 
direct said company to file a higher or 
lower rate, commensurate with the risk, 
but in every case the rate shall be rea- 
sonable.” 

The opinion pointed to citations of the 
Supreme Court of Kansas which per- 
tained to the Board’s inquiry, stating 
that such opinion and holdings are con- 
trolling in Oklahoma due to similarity of 
statutes regulating same. 





NEW “TOM THUMB” POLICIES 

The Rhode Island through its inland 
marine department is now issuing a pol- 
icy On miniature: golf courses against 
the following perils: all risks of loss. or 
damage directly caused by fire, lightning, 
cyclone, tornado, windstorm, flood 
(meaning rising navigable waters), earth- 
quake, breakage‘and the perils of trans- 
portation while in transit. The rate is 
2% and the minimum premium $25. The 
policy covers whether the course is in- 
doors or outdoors. It is estimated that 
there are about 25,000 of these courses 
now in this country with a total com- 
bined valuation of $125,000,000, 








matches by adults, which caused 435 fires 
in 1929. 

“I suggest also that civic associations 
with real estate interests be requested 
to direct ‘the superintendents of their 
buildings, especially factories, stores, ho- 
tels, apartment houses and dwellings, to 
make careful inspections at regular in- 
tervals of all fire appliance equipment.” 

Mr. Dorman asked that the various 
civic associations set a date for a con- 
ference with him to work out the de- 
tails of the fire reduction campaign. He 
revealed that he already had conferred 
with representatives of several civic as- 
sociations. 
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Many Companies Are 
Developing Inland 
Marine Field Today 


EXPANSION BECOMES - RAPID 





Royal Fleet Latest to Enter; Companies 
Are Opening Own Home Office 
Inland Departments 





, During a year when retrenchment has 
been general along the line in insurance, 
two branches of the business have been 
making rather unusual progress insofar 
as the number of companies engaging in 
them has increased considerably and the 
premium income expanded. Reference is 
made specifically to the inland marine 
and aviation fields. With fire insurance 
and its ordinary side-lines about as well 
developed as can profitably be expected 
for the present and ocean marine facili- 
ties over-extended if anything, the com- 
panies have turned to inland marine and 
aviation covers as undeveloped sources 
of income. 

While expansion has been rapid in 
both of these branches it has followed 
along different lines. In aviation insur- 
ance the number of companies writing 
this business has increased but not so 
much the number of underwriting of- 
fices. Most fire insurers deciding to ex- 
periment in aviation risks have picked 
one or another of a handful of well- 
established offices. They have increased 
the total facilities available to aviation 
and also the competition among under- 
writers but have not added greatly to 
the total channels of premium income. 
This is due, of course, to the limited 
number of trained aircraft underwriters 
and the fact that one cannot be trained 
over night. 

On the other hand the inland marine 
development this vear has been almost 
entirely along the line of new individual 
company or fleet offices. Whereas for 
the last ten years or so inland marine 
premiums for many companies were ac- 
quired through ocean marine underwrit- 
ing agencies or branches a process of 
decentralization is now going on. Be- 
lieving that the possibilities of- inland 
marine insurance are still extensive and 
profitable and that a few underwriting 
offices cannot adequately handle the tre- 
mendous, volume of potential premium 
income which should be derived from 
intensive sales efforts, an increasing 
number of companies are forming in- 
land marine departments of their own 
at their home offices. 

This week the Royal, Livernool & Lon- 
don & Globe, Queen and affiliated com- 
panies embarked definitely on a cam- 
paign to build up a larger total of in- 
land business. Earlier in the summer 
the Great American opened a new office 
on Maiden Lane and the Hartford and 
Rhode Island entered the business for 
themselves. Others came in earlier this 
year. 

These companies have secured experi- 
enced underwriters from competing com- 
panies or agencies and are asking their 
regular local agency forces to concen- 
trate more than formerly on the thou- 
sind and one forms of policies tech- 
nically coming under the classification 
of inland marine insurance. The Roval 
office has for its head J. P. Maver, for- 
merly with Platt. Fuller & Co., an ocean 
marine office. The Great American’s in- 
land marine manager is John J. Barghu- 
sen, formerly with Wm. H. McGee & 
Co.. prominent ocean marine underwrit- 
ers. Another McGee veteran, Harold P. 
Jackson, has opened an agency on Mai- 
den Lane for several companies to han- 
dle inland marine and other marine 
lines. 

One does not have to go far to dis- 
cover at least two striking reasons for 
the growing popularity of this branch 
of fire insurance. These are its com- 
paratively high ratio of profit and also 
lack of premium growth in the last two 
years. Following are some interesting 
statistics on the expansion:of this busi- 
ness based on the total net premiums 
and losses for all American and admit- 


ted foreign stock companies writing in 
this country: 


Net 
Year Premiums Net Losses 
1926. . . .$35,400,000 $17,730,000 
1928.... 46,960,000 9,900,000 
1929.... 45,850,000 18,950,000 


In the two year period from 1926 to 
the close of 1928 inland marine insur- 
ance witnessed a big growth and one in 
keeping with the boom in general busi- 
ness. Last year the total premium in- 
come was somewhat less than in 1928 
while the losses showed a growth of 
nearly 10 per cent. And yet they were 
not exorbitant by any means. While the 
loss ratio is liable to rather violent fluc- 
tuations due to the large number of in- 
dividual types of coverage grouped to- 
gether for underwriting and statistical 
purposes as inland marine, the failure 
to increase premium income has led 
more than one company to believe that 
this business has not yet been thorough- 
ly sold to the local agents of the coun- 
try, the men who are in a position to 
produce the premium income. 

More than one reason can be offered 
for the failure of last year’s total inland 
Marine premium income to exceed that 
of 1928. In the first place general busi- 
ness was fine in 1929 for the first six 
months and then progressively poorer 
for the remainder of the year. Again, 
there may not have been sufficient em- 
phasis placed on digging in undeveloped 
fields. A third reason may be the at- 
tempts to classify more properly a whole 
lot of business which was erroneously 
placed with inland marine departments 
such as that over which the Interstate 
Underwriters Board has taken jurisdic- 
tion for the protection of the compa- 
nies’ fire departments. 

However, one of the most logical ex- 
planations of the drop in premiums is 
that less income is being derived from 
each $100 of liability accepted. Increased 


competition last year and for a couple 


of years prior to that resulted in rate 
cuts in several of the inland forms. This 
problem grew so serious that early this 
year representatives of a number of the 


more important offices got together and 
decided that there should be more gen- 
eral co-operation. With this aim in 
mind the nucleus of an inland marine 
association to regulate rates, commis- 
sions and other problems was formed and 
officers elected. Since then the associa- 
tion has been trying, and rather success- 
fully so it is believed, to secure enough 
members to make the attempt at stabili- 
zation really worth while. 

With so many new offices being estab- 
lished this year there are some fears 
entertained that rate cutting will con- 
tinue to be a big problem. Whether the 
total inland marine facilities will be over 
extended so that various companies will 
encounter difficulty in accumulating a 
sufficient volume of income without of- 
fering inducements to buy business al- 
ready on the books of other companies 
remains to be seen. The hope is, of 
course, that the required income will be 
a product of entirely new business in- 
stead of merely being taken away from 
some other insurer who is likely to re- 
taliate in the way of extending conces- 
sions in order to get this business back. 

Somewhat over a decade ago when in- 
land marine insurance was in its infan- 
cy and was being handled almost exclu- 
sively through ocean marine offices more 
emphasis was placed upon underwriting 
skill than on salesmanship. For the few 
agencies writing these risks business was 
ample but the problem was to be able 
to choose the high grade accounts from 
the multitude of offerings. Besides, in- 
land marine business then was more 
truthfully marine than now. 

Inland policies first covered shipments 
on rivers and other inland waterways. 
Then it expanded to include rail ship- 
ments of merchandise and before long 
auto truck cargoes were thus insured. 
Following this came the extension .to 
personal baggage and then personal ef- 
fects, such as clothing, jewelry, golf and 
other sporting equipment, art works, ra- 
dium, parcel post, registered mail and so 
on down, the line until the variety of 
policies issued today is almost too long 
to enumerate. At the present time in- 
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company 


inevitably 


brings more business 
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land marine insurance can be extended 
to cover almost any risk which is moved 
from one place to another. 


* 





FIREMAN’S FUND MEETING 


Marine Conference Held at- Home Office 
in San Francisco; George Jordan En 
Route Back to New York 

George Jordan, manager of the At- 
lantic marine department of the Fire- 
man’s Fund, has left for New York 
after a month’s business stay in San 
Francisco. Mr. Jordan was there to con- 
fer with head office officials... En route 
to New York he will stop at Denver, 
Kansas City and Chicago. Mr. Jordan 
was for six years assistant marine sec- 
retary at San Francisco, going thence 
to New York as manager of the Atlantic 
marine department to succeed Charles 
R, Page, now a vice-president of the 
company. 

Frank G. Taylor, manager of the Pa- 
cific Northwest marine branch; W. H. 
Woodruff, manager of the Southern Cali- 
fornia marine branch, and E. A. Valen- 
tine, resident marine agent of the Fire-' 
man’s Fund group with offices respec- 
tively at Seattle, Los Angeles and Port- 
land, have been in San Francisco for 
the past week where they attended ma- 


rine department conferences at the head 
cffice. 





D. J. PRICE ADDRESSES FIREMEN 


David J. Price, head of the chemical 
engineering division of the Bureau of 
Chemistry and Soils of the United States 
Department of Agriculture, spoke this 
week before the tenth convention of the 
International. Association of Fire Fight- 
ers at Halifax, Nova Scotia. He told 
the American and Canadian firemen the 
latest information this government has 
on dust explosions in factories and spon- 
taneous combustion in hay, often lead- 
ing to bad farm fire losses. 





EDGAR G.SCOTT’S NEW POST 

Edgar G. Scott, for the last decade 
cennected with the Henry M. Warfield- 
Roloson Co. of Baltimore, has been 
placed in charge of the fire insurance 
department of Carr & Brinton, agents 
there for the Germanic Fire and the Con- 
tinental Casualty. Earlier in his career 
Mr. Scott was associated with the Tur- 
ner & Thomas agency. 
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insurance on house and contents 
marek enough/ 


Every home owner needs insur- 
ance to indemnify him for the 
expense of living elsewhere 
until his home is rebuilt. An 
“America Fore” Rental Value 
policy gives this. protection. 


The AMERICA FORE GROUP of Insurance Companies 


THE CONTINENTAL INSURANCE COMPANY  FIDELITY-PHENIX FiRE INSURANCE COMPANY NIAGARA FiRE INSURANCE COMPANY 


AMERICAN EAGLE FiRE INSURANCE COMPANY FIRST AMERICAN FIRE INSURANCE COMPANY MARYLAND INSURANCE COMPANY OF DELAWARE 
ERNEST STURM, Chairman of the Boards 


Eighty Maiden Lane, me PAUL L. HAID. President Sy New York ,N.Y 
THE FIDELITY AND CASUALTY COMPANY 
‘ ERNEST STURM, Chairman of the Board 
WADE FETZER, President 


NEW YORK —_— CHICAGO — SAN FRANCISCO —_ DALLAS MONTREAL 
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Jersey Fire Losses 
For August Decrease 


ARE ESTIMATED AT _— $524,000 





Total Figures for Eight Months $13,- 
490,000; Shore Property Is Being 
Closely Watched 





The estimated fire losses for New Jer- 
sey for August show a decided drop 
over the preceding seven months which 
have been rather high, the losses for 


August being estimated at $524,000. The 
month just passed is the second one 
of the year in which there have been 
no hotel fires. These have been prev- 
alent during the year in New Jersey. 
The fire losses of other months when 
compared with those of the month just 
passed have been high as the following 
figures show: January, $1,795,000; Feb- 
ruary, $1,500,000; March, $3,071,000; 
April, $1,070,000; May, $3,971,000; June, 
$896,000, and July, $663,000, making a 
total estimated fire loss throughout the 
entire state of $13,490,000. Unless the 
fire losses take a decided drop for the 
remaining months of the year the fire 
losses for 1930 will pass those of 1929 
when the paid losses of all the compa- 
nies doing business in New Jersey to- 
taled a little’more than $15,000,000. 
Losses along the shore front have been 
high according to the figures of the Na- 
tional Board, not alone in claims but 
in percentage over those of 1929. Many 
companies doing business in the state 
have discontinued writing certain risks 
particularly alleged “speakeasies” which 
have sprung up in certain sections of the 
shore front exclusive of Atlantic City. 
Underwriters are watching the shore 
territory due to the change in popula- 
tion and in hazards. Every risk which 
has changed ownership two or three 
times is closely inspected and the char- 
acter of new owners scrutinized. 





EDWARD L. ALLEN DEAD 





Public Adjuster in Scranton, Pa., Was 
Seated in Room of Investment 
House When Stricken 
Edward L. Allen, a public insurance 
adjuster of Scranton, Pa., died suddenly 
while sitting in a chair in the board 
room of P. F. Cusick, Kent & Co., brok- 
erage house, instantly stricken with a 
heart attack. Allen was prominent, hav- 
ing managed an insurance adjusting of- 
fice in Scranton for years since taking 
up his residence in Scranton in 1917, 
after engaging in business for several 
years in New York state. He was an 
active miember of the Elks and took part 
in activities of the organization. Be- 
sides his widow, he is survived by a 
daughter, Mrs. W. P. Allen, of Bingham- 

ton, N. Y., and a son, Chester. 





$30,000,000 AIR PREMIUMS 





This Figure Is Prediction for 1933 by 
United States Aviation Underwriters; 
Booklet on Glider Flying 
The United States Aviation Under- 
writers, managers for the United States 
Aircraft Insurance Group, have recently 
issued a folder to member companies 
and agents explaining aircraft insurance, 
the companies in the group, and detailed 
information on coverages, rates and other 
matters. In this folder it is stated that 
aviation insurance is developing so rapid- 
ly that the premium income of $5,000,000 
last year will probably reach $30,000,000 
by 1933. The Underwriters have also 
published a pamphlet on “Glider Flying” 
which it is distributing in the interests 
of safe aviation. This forty-five page 
booklet contains full information on how 
to fly gliders and should have a wide 
appeal to those planning to take up this 

form of flying. 





LICENSED IN NEBRASKA 


The American Union Fire of New 
York has been licensed in Nebraska. 














eAnnouncing an 


INLAND MARINE 
DEPARTMENT 


We are pleased to announce the opening 


Effective September 2, 1930 


of a department for the accepting and writing 
of INLAND MARINE INSURANCE through 
a newly established office located at 


150 William Street 
New York City _ 
J. P. Mayer, Superintendent 


The classes of Inland Transportation and 
All-Risks Insurance written will include: 


BAILEES FLOATERS 
BRIDGES & BRIDGE USE & OCCUPANCY 
CAMERA 
ELECTRIC SIGNS 
FINE ARTS 
FUR VAULT STORAGE 
FURRIERS CUSTOMERS 
GOLD AND SILVERWARE 
HORSE AND WAGON FLOATER 
INSTALLMENT FLOATERS 
MUSICAL INSTRUMENTS 
MOTOR TRUCKS 
MERCHANDISE FLOATER 
PARCEL POST 
PERSONAL EFFECTS 
PERSONAL FUR FLOATER 
PERSONAL JEWELRY & FUR 
RADIUM 
SALESMAN’S FLOATER 
TRANSPORTATION FLOATER 
TRIP TRANSIT 


The underwriting of these Inland Transportation 
and All-Risks classes will be under the supervision 
of a highly trained specializing staff fully ac- 
quainted with the requirements of agents and 
brokers. 


“[TVERPOOE, 
~ 00 If ONDON 


GLOBE 
Insurance CO uo 


Executive Offices: 1 Pershing Square, Park Ave. at 42nd St., New York, N. Y. 


THE NATIONAL INSTITUTION WITH A WORLD WIDE BACKGROUND 

















Jersey Society Plans 
Extensive New Course 

TO COVER FIRE AND CASUALTY 

Classes Will Be Held in Seth Boyden 


School, Newark; Prof. S. B. Acker- 
man Head Lecturer 








A comprehensivé insurance course has 
been completed by the New Jersey So- 
ciety of Insurance which through an ar- 
rangement with the Seth Boyden School 
of Business in Newark will give a two 
year course. The work contemplates 
units of One semester each frorn Septem- 
ber to February and from February to 
June,’ each semester comprising fifteen 
sessions of two hours each. 


The society has obtained the services 
of Prof. S. B. Ackerman of New York 


- University who will organize and teach 


the courses, though other lecturers will 
be added later. Prof. Ackerman has 
met with marked success in conducting 
similar courses at the New York Uni- 
versity and being a man of practical ex- 
perience and well known as an author 
and consultant in the field of insurance 
will enable the society. to present its 
courses in a complete, comprehensive 
manner. 

The first course will take in the prin- 
ciples of insurance, which will pave the 
way for the second, third and fourth 
semester work in fire, casualty, rating, 
accounting, surety and marine insurance, 
with the ultimate idea of taking up life 
insurance, actuarial science, insurance 
law and insurance selling. 

In the fundamental principles of insur- 
ance it will cover such subjects as the 
risks of persons and property, solving 
the economic problem of risk, amount of 
possible loss, basis for rate-making, sub- 
rogation, assignment of policy, expenses 
of insurance companies, premium sub- 
jects and various clauses. 

Fire Insurance 

Fire insurance will take up several 
hours of discussions as the origin of the 
standard policy will be explained as well 
as the analysis of the standard policy, 
cancellations, risk assumed by the insur- 
ance companies, waiver, binder, special 
types of policies, clauses, fire prevention 
and protection, endorsements and forms. 

Marine insurance will be explained as 
well as the form of policy, policy pro- 
visions, various clauses, marine losses, 
salvage, premium charges and particu- 
lar average. Accident and health insur- 
ance will receive particular attention rel- 
ative to the fundamental principles, types 
of policies, renewals, monthly indemnity, 
waiting period, non-cancelable accident 
and health coverage, standard provisions 
and many others too numerous to men- 
tion. 

Workmen’s compensation, in which 
causes and consequences of accidents, 
employers’ liability act, occupations cov- 
ered under the law, injuries described by 
law, rehabilitation, merit rating and pre- 
vention of accidents will be explained in 
a clear comprehensive manner. Automo- 
bile insurance, burglary and theft, fidelity 
and surety bonds, management of insur- 
ance companies, including investments, 
insurance agents and insurance agencies, 
coverages in the fire insurance field, use 
and occupancy insurance matters, void- 
ing policies, chattel mortgage clauses, 
agency and brokerage business, cancela- 
tions, co-insurance clauses, loss matters, 
adjustments and miscellaneous forms. 





TO DISCUSS BUILDING RATING 


Rating of structural merits as an es- 
sential to better building will be part of 
the program of President Hoover’s Con- 
ference on .Home ‘Building and Home 
Ownership, according to Dr. John M. 
Gries, executive secretary of the con- 
ference, in a communication to Certified 
Building Registry, which: is ‘sponsoring 
the movement for building registration 
for fgg and other hazdrds. -° 






















0 i 
September 5, 1930 SARA RRO EF UNDERWRITER fo et fo y/ ~ Page 23 
e 


‘| Do you know 





Your Policies? 
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* AMERICAN EQuITABLE ASSURANCE Co. 

fd or New York 

i Capital, $2,000,000.00 

Ses Bronx Fire INsurANCE CoMPANY 

rk OF THE City or New York 

= Capital, $1,000,000.00 

ss stesiein teed Gamer teenbailidaiaaie D O YOU KNOW the provisions of the policies 
ni Capital, $1,000,000.00 you sell? Some agents don’t. It cost one some 
hor : 

cal Guose Insunance Co. or America business not long ago. He was unable to answer a 
its ittsburgh, Pa. F ; : : 

me (Incorporated 1862) simple question about a fire insurance policy. 

’ Capital, $1,000,000.00 ; ; 

= 

the ; ; 

rth INDEPENDENCE Fire INSURANCE Co. His assured was working at home on a publisher’s 
ng, Philadelphia, Pa. . ‘ : ‘ 

life Capital, $1,000,000.00 manuscript, He asked if his household policy covered 
nee sesneiieaktllie Micmaiieanili dee it. The agent did not know. The assured decided to 
ur Philadelphia, Pa. investigate for hi j 

the Pi signe onde | g ee mself by reading his policy. In five 

mi 1 1 

‘ Sidi dale tata aslilt ala nutes he had the answer to his question. 

1Ses Newark, N. J. 

; b- e . . . . . 

u Capital, $400,000.00 The agent in this case enjoys a substantial premium 

i aerial Acoma Co. volume. He solicits business systematically. Regularly 
a en 

va boil geaeeiane he uses his mailing list. Yet he could not answer this 

licy, i: ‘ 

sr. le al ee al simple question, probably because he never took the 

a Philadelphia, Pa. time to read a fire insurance policy carefully. 

a Capital, $1,000,000.00 
a 
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ss re ee writes life insurance. But he did not write this 

si Newark, N. J particular assured, who bought some a few weeks later. 
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me New York Fire INsurANCE CoMPANY . is happen to you. Familiarize yourself 

nell (Incorporated 1832) with all the conditions of the various policy contracts, 
Capital, $1,000,000.00 . ears 

hich need particularly inland marine and other special lines. 

coll REPUBLIC FirE INSURANCE Co. 
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lity Capital, $1,000,000.00 
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Cisabasitidelis Yield Rather Than 
Rate Best Test Of Fairness 


Some Company Men Saying That High Commission Rates On 
Big Risks Are Sending Business To Non-Stock Carriers; 
I. U. B. 15% Rate Defended; Will Not Be Increased 


Several fire insurance company execu- 
tives stated this week in discussing local 
agents’ commissions and general business 
conditions that too much emphasis ap- 
parently is being placed upon commis- 
sion percentages and not enough upon 
actual income in dollars and cents. They 
agreed that a large number of producers 
have lost sight of the ultimate goal of 
their efforts, an income for themselves 
and their families, and instead struggle 
to either maintain or increase their 
shares of premium income as expressed 
in fixed commission rates. While this 
basis for computing an agent’s compen- 
sation is generally recognized as fair, 
there are, nevertheless, many instances 
today when carrying this method to its 
extreme is costing both agents and com- 
panies valuable business. 

When a local agent enters insurance 
he usually has some mental estimate of 
the annual income he hopes to secure. 
He knows at least the minimum he must 
make to avoid losing his investment and 
being forced out of the game. The 
maximum he leaves to ability and good 
luck. If he were able to secure a satis- 
factory return on 2% or 5% or 7% com- 
missions he would not be thinking of 
35% as the proper range. 

Bond salesmen make excellent money 
on about $4 commission per $1,000 bond, 
or less than one-half of 1% commission. 
Furniture salesmen in some of the large 
department stores are allowed as much 
as 4% if they are among the leading 
producers. Other stores in the same line 
of business give higher commission be- 
cause their, volume of sales is lower. 
The bond house representative, the local 
agent and the furniture salesman at the 
end of a given twelve months may pay 
income taxes on approximately the same 
amounts although their contracts with 
their employers may contain greatly 
varying commission rates because of dif- 
ferences in average business volume. 

Test of Commission Rate in Its Field 

The yield to the salesman far more 
than the rate of commission is the ulti- 
mate test of its adequacy. One local 
agent in the right environment and en- 
dowed with good intelligence and energy 
may be able to make a much better 
living on commissions averaging 20% 
than some agent in another locality with 
25% but with less business or greater 
expenses. As a matter of fact the pre- 
vailing high commission rates in some 
localities today are actually being trans- 
lated into lower incomes for well-estab- 
lished local agencies because of the non- 
policy writing competition drawn into 
insurance by the lure of easy money. 

The commission rates on multiple lo- 
cation risks as promulgated by the Inter- 
state Underwriters Board are the center 
of continuous argument. Many agents 
complain that the companies are grossly 
unfair in fixing the commission at 15% 
and the brokerage at 10%. Replying to 
these agents, company officials say that 
the producers have apparently placed the 
15% rate alongside of the 25% commis- 
sion on other lines in their minds with- 
out giving fair consideration to the vol- 
ume of actual income which they may 
derive from their I. U. B. accounts. 

For a risk to be eligible for an I. U. B. 
form there must be stock or other prop- 
erty located in at least five different 
places. The total values under such 
risks are liable to run rather high. More 
often than not they do. The local agent 
originating the business may obtain for 
himself 15% of the entire premium if 
all the units of the risks are located in 
his territory. If they are in different 
localities he gets 15% on his own busi- 


ness and brokers the remainder at 10%, 
the resident agents getting the remaining 
5% as overriding commission. The 
original agent’s commission check on the 
average I. U. B. risk should be ample 
compensation for his efforts as a sales- 
man and for servicing the account while 
he has it on his books. 

From all that can be learned in New 
York the 15% rate on I. U. B. business 
is not going to be increased. The com- 
panies say that this is all they can afford 
to pay, is all that the business is worth 
and that any attempts to increase com- 
missions would lead to higher rates and 
a probably loss of much of this business 
to non-stock insurance carriers. 

Balks On $160,000 Commission 


Early this week a representative of a 
large industrial concern was in New 
York conferring with some of the fire 
company, officers. He said that his com- 
pany paid out insurance premiums an- 
nually totaling close to $800,000, that 
this business was being carried by stock 
fire companies but that the directors 
and officials of the concern were con- 
sidering mutual coverage or self-insur- 
ance because they contended that to pay 
about $160,000 in commissions, represent- 
ing 20% of the premium, was gross over- 
payment to the agents on the risk and 
was far in excess of what the business 
was worth. He told the New York in- 
surance men that this $160,000 was more 
than the three highest salaried execu- 
tives of this industrial concern were paid 
annually in salaries. 

As a counter proposition he said his 
company offered to create an insurance 





AMERICAN UNION 
Insurance Company of New York 


Administrative Offices, Hartford, Conn. 
J. H. Vreeland, President 


Fire Insurance and All Allied Lines 








Robert R. Clark 
U. S. Mor. 





Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 


United States Head Office 
555 Asylum Street, Hartford, Conn, 
New York City Office 
1 Liberty Street, New York 


William L. Brown 
Asst. Mor. 








department under the head of a compe- 
tent and well-paid salaried man who 
would be responsible for all the details 
connected with taking care of the insur- 
ance if the stock companies would lower 
the total payment by eliminating a. large 
percentage of the acquisition cost repre- 
sented by the commission payments. 
Otherwise the insurance was likely to 
go elsewhere he said. 

The outcome of the negotiations are 
not public but the problem presented is 
one which numerous large insurers are 
giving more thought to today than be- 
fore on account of poor business con- 
ditions generally and the necessity for 
greater economy. The insurance offi- 
cials here are not citing these cases as 
an argument for lowering local agents’ 
commissions on a wide scale. They rec- 
ognize that the average local agent right 
now is suffering a loss of income like 
most all busine$s men but they do desire 
that local agents place greater emphasis 
on what certain types of risks are worth 





Shield of Protection 





OEP'T OFFICES 


Atlanta, Chicago, 
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cisco, Montreal 
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/ENOLY SSISTANCE- 
OR ALL GENTS. 


HOME OFFICE 


Fourth £Walnut 
iladelphia 
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in dollars and cents to them and to the 
policyholders than on what the actual 
commission rate is in percentage of 
premium income. 

2 


DETROIT’S FIRE HAZARDS 


Engineers of the National Board of 
Fire Underwriters say that there is a 
considerable fire hazard in the congested 
district of Detroit due principally to the 
prevalence of weak construction and lack 
of window protection. In a report on 
conditions there the engineers say in 
part: 


“In the congested value district much 
of the construction is weak in fire-re- 
sistive features, and lacking in window 
protection, particularly in the blocks 
south of Larned street. The district is 
partially divided by a number of wide 
streets and open spaces, which, with nu- 
merous groups of fire-proof buildings, 
form many local barriers against the 
spread of fire, particularly in the central 
and northern portions. Fires involving 
groups to blocks of buildings are prob- 
able in many localities, and in the south- 
ern portion of the district such fires 
could readily cross one or more of the 
narrow streets. The fire-fighting facili- 
ties are strong and the separate high 
pressure fire main system is a valuable 
feature, so that such fires should not 
involve any considerable portion of the 
district.” ‘ 








LOUISVILLE OFFICES MERGE 


The Liberty Fire of Louisville, Ky. 
a division of the Liberty Bank & Trust 
Co., has completed a deal whereby it 
takes over the fire and casualty busi- 
ness of Reutlinger & Co., local and gen- 
eral agents representing a number of 
companies. Adolph Reutlinger, head of 
the agency and also president of the 
Franklin Title & Trust Co. and of the 
Ben Franklin Fire, becomes vice-presi- 
dent of the Liberty Fire. The Liberty 
has been operating since 1854 and Reut- 
linger & Co. since 1884. The combined 
companies will have a premium income 
of about $1,000,000 and will represent 
twenty-five fire and casualty companies. 
Mr. Reutlinger has resigned his Frank- 
lin group connections. 





G. B. BERGER MES 


George B. Berger, who died suddenly 
at Bradley Beach, N. J., where he was 
spending ‘his vacation last week, was 
thirty-three years of age and was con- 
nected with the New Jersey Schedule 
Rating Office in Newark. He is sur 
vived by his mother and three sisters. 


. 





NEW JERSEY GENERAL AGENT 
The Squire Co. of New Jersey, located 
in Newark, has been appointed genera 
agent of the General Schuyler Fire of 
Albany for all of New Jersey. 
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A. Van Valkenburg, 
Home Agent 
La Porte City, Iowa 








OVER 


DO vears 
WITH THE HOME 


M®& Van Valkenburg is one of the newest fifty year 

veterans of The Home Insurance Company. He was 
appointed local agent on March Ist, 1880, the Home 
being the first company he represented. 


ALWAYS active in business affairs of his community 
Mr. Van Valkenburg was the first president of the 

Black Hawk Bankers Association and served for fifteen 

years as President of his Local Board of Education. 


“T HAVE always felt that I was a member of the Home 

Family,” Mr. Van Valkenburg writes, “and recog- 
nizing the strength and fair dealing of The Home I have 
never insured my own property in any other company.” 


_ THE HOME*S2¢ NEW YORK © 


59 Maiden Lane 











Strength - Reputation - Service 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








The story that people abroad believe, 
that gold would be picked up on the 
streets of American cities has often been 
told and laughed at. Well let’s see: Over 
th'rty years ago an Italian emigrant who 
had come to Syracuse and become accli- 
mated after a while selected a vacant 
space in a_ section abutting the old 
- Oswego Canal which branched off of the 
old Erie Canal in the heart of Syracuse. 
He erected a small store (I think it was 
a fruit store on this small lot) and being 
state land or somehow or other he was 
not disturbed and remained in undisput- 
ed possession for over twenty years or 
more. 

I think there is a law in New York 
state that if a squatter remains in undis- 
puted possession of a parcel of state 
land for over twenty years he can take 
title to it which he did. When the new 
Barge Canal was built and the old 
Oswego Canal filled and the streets lev- 
eled and extended to connect with two 
of the ma‘n arteries of down-town busi- 
ness section of Syracuse, this Italian- 
American citizen was in possession of a 
very valuable corner lot in a town that 
had grown from about 75,000 to over 
200,000 during his tenure. 

If this is not liking finding gold in the 
streets it comes pretty near it, doesn’t 
it? And the joke is that none of the 


natives had the keenness to do the same . 


thing that this far-seeing Italian did. 
oo = se 
Miracles of Nature 
Having for years traveled in the vi- 
cinity of Plattsburg and Keeseville, N. 
Y., I never lost the opportunity when 
it presented itself to visit Ausable 
Chasm, that wonderful masterpiece built 
by nature. Beautiful natural scenery like 
this affects me like strong drink, mak- 
ing me almost dizzy at times. It is like 
a beautiful opera or a beautiful poem to 

me, 

On one of my wonderings through the 
gorge, I noticed a small pine tree that 
was growing out of a nearly perpendicu- 
lar wall, its roots extending into the 
crevices of the rock. It seems that at 
one time this tree was about ready to 
topple over into the chasm below. To 
prevent this the tree had thrown out a 
limb towards the ledge and after the 
limb reached the rocks it shot out roots 
into the crevices of the rocks, insuring 
its safety by preventing its toppling over 
through this reinforcing. 

The human mind could not have in- 
vented a better piece of engineering than 
this tree just did of its own accord. The 
question arises: Can a tree think? Also, 
to me, this phenomenon raised many 
duestions. If the tree does not think 
—and the mere mention of this may 
_ seem preposterous—what causes it to act 
as if it did? The answer to me is, of 
course, that the Great Directing and Su- 
pervising Power—most people call it 
GOD—has here shown the feeble human 
intellect something to think and marvel 
about. 

To draw a hexagon, ie., a six sided 
figure with equal lengths and same an- 
gles, we must use a drawing device at- 
tuned to mathematical rules. The bee 
builds a perfect hexagon without any 
high school training, just naturally. The 
spider’s web when analyzed and studied 
by mathematicians or engineers presents 
a structure more perfect than any hu- 
man workmanship. Just try to break a 
spiders’ web and see for yourself how 
surprisingly strong the seemingly flimsy 


structure is and the humble spider has 
had no college course in engineering! 
To me these things are awe-inspiring. 
The great guiding FORCE at work. We 
do not need to think of old miracles. 
Here are veritable miracles ri'ght under 
your eyes. 
x * x 
W. J. Lester of Providence 
W. Jj. Lester, local agent and good 
fellow at Providence, R. IL, is one of 
the many fine local agents I met in New 
England when I traveled that territory 
in 1922 and 1923. Mr. Lester received 
me, a total stranger to him, with old 
style courtesy and hospitality and went 
out of his way to help me in my en- 
deavors to get into a good agency. I 
used to stop in every morning while there 
and talk things over with him and his 
advice was always sound. The insurance 
fraternity should be proud to have men 
like Lester with them. Recently after 
not having seen him for nearly eight 
years he greeted me in the lobby of the 
Ten Eyck Hotel at Albany, N. Y., with 
the same cheery manner and I was very 
glad to see him again, Intercourse with 
men of his calibre are the bright spots 
in a fieldman’s life and to make a friend 
of such a man is a worthwhile accom- 
plishment. Here’s to you, Lester of 
Providence. 
* * x 
Tribute to “Jim” Hemingway 
A few weeks ago there died at New 
Haven, Conn., “Jim” Hemingway, who 
traveled with me in New York state 
from 1894 to about 1908, when he went 
to New Haven. He was special agent 
for the Security of New Haven. We 
used to call Jim “The Judge” long be- 
fore Judge Lovett of Albany got that 
title. He was one of a coterie of young 
men who entered the up-state field in 
the early eighteen hundred and nineties 
—all of whom made good not only as 
insurance men but as men among men. 
He built up a wonderful local agency at 
New Haven and also acted as a super- 
visory official for the Boston on the side. 
Perhaps one of the best known men in 
New England since he left New York 
state and his many friends there. Those 
of you who knew him and appreciated 
his sterling qualities feel his demise 
keenly. As we grow along the passing 
of a good friend and companion like 
Jim affects us old-timers deeply. One 
must have lived beyond sixty oneself to 
appreciate what the loss of Jim Heming- 
way means to us. He was a gentleman 
and a scholar and a man in the best 
sense of the word. We loved him like 
a brother. Farewell, dear old boy! 
“er ea 


Price of the Right to Abuse 

I have a very old and good friend 
among our agents in central New York 
who, nevertheless, with all his good 
points goes on the rampage once in the 
while and has to be petted and soothed 
like you soothe a high tempered horse. 
The other day he left off some steam 
on me and to divert his mind I told him 
that he did not give my company enough 
business to give him the right to abuse 
me as he did, that he would have to give 
me a great deal more business to cuss 
me out, but that for a $30,000 premium 
income per year he could call me any 
name he wanted. I presented him with 
the following schedule, starting with 
$10,000 as basis rate: 

1: If agent sends us only $10,000 a 
year, special agent is to be treated as an 


equal, not to be abused or cussed at and 
even deferred to. 

2: If agent gives us $20,000, in this 
case agent may occasionally raise hell 
with special agent, and even sometimes 
threaten to throw him out, or call him 
names, but special agent has privilege of 
coming back at him with article of like 
kind. 


3: If agent gives us $30,000, in this 
case agent may on occasion and without 
cause or justice call special agent down 
good and plenty and even apply opprobi- 
ous fighting cuss words, and_ special 
agent is supposed to regard his tirades 
as if they were complimentary. 

P. S—I have not yet figured out what 
I would do for him if he gave us $50,- 
000, but if he did, I would get a fit. 

Deduction Clause: If on the above 
grades, agent sends his balances prompt- 
ly reduce each of the above amounts 
20%. 

Agent said he would take the above 
under advisement. 





INSURANCE STOCKS 


PAE as 


FRANK L. BROKAW & CO. 


Incorporated 


Frank L. Brokaw Walter J. Nichols 
Howard C. Hill Stockton Cranmer 


149 BROADWAY, NEW YORK 
Barclay 2720 














LOGUE BROS. & CO., Inc. 
INSURANCB 
HARRY C. FRY, Jr., President 
307 FOURTH AVENUE PITTSBURGH 





219TH YEAR 


SUN 
INSURANCE OFFICE, LIMITED 


FOUNDED 1710 
United States Branch 
55 Fifth Ave. New York 
Western Department 
Wrigley Bldg., 410 N. Michigan Ave. 
Chicago ‘ 
Pacific Department 


N. W. Cor. S and Sac Sts. 
San Francisco, Cal. 























O. J. PRIOR, President 





INCORPORATED 1868 


The Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Secretary 

















ROYAL EXCHANGE ASSURANCE (1720) 
FIRE and MARINE LINES 


THE STATE ASSURANCE CO., LTD. 
PROVIDENT FIRE INSURANCE CO. 
FIRE LINES 


CAR & GENERAL INS. CORP., LTD. 
CASUALTY LINES 
95 Maiden Lane, New York 
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NEWARK FIRE INSURANCE COMPANY 


150 William Street, New York 
Incorporated 1811 
A Company with a continuous 
and unblemished record of over 
a Century in protecting the 
interests of policyholders and 
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LOYALTY GROUP 


JANUARY 1, 1930 STATEMENTS 













NEAL BASSETT, President JOHN KAY, Vice-President and Treasurer 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


FIREMEN’S INSURANCE COMPANY 


OF NEWARK, NEW JERSEY 





















SURPLU 
ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 
- $60,811,870 $14,495,225 $18,777,000 $27,539,645 $46,316,645 
NEAL BASSETT, Chairman of Board 
cane AH. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 24 VicePrevt 





THE GIRARD F. & M. INSURANCE CO. 
$ 6,252,740 $ 3,401,657 $ 1,000,000 $ 1,851,083 $ 2,851,083 


NEAL bg og he President : JOHN KAY, Vice-President 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-Pres’t 


MECHANICS INSURANCE CO. 
$ 5,078,813 $ 3,335,593 $ 600,000 $ 1,143,219 $ 1,743,219 


.NEAL BASSETT, President 


JOHN KAY, Vice-President 
A. H. HASSIN' INGER, Vice-President WELLS T. BASSETT, Vice-President ; ARCHIBALD KEMP, 2d "Vice-Pres’ t 


NATIONAL - BEN FRANKLIN FIRE INS. CO. 
$ 5,233,116 $ 3,070,630 $ 1,000,000 $ 1,162,486 $ 2,162,486 


NEAL BASSETT, President OHN KAY, ae an 
- A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD TREMP, 2d Vice-Pres’ 


SUPERIOR FIRE INSURANCE CO. 
$ 5,073,876  $ 3,061,200  $ 1,000,000 $ 1,012,676 $ 2,012,676 


; NEAL BASSETT, Chairman of Board 
w. E. WOLLAEGER, President ' 


JOHN KAY, Vice-President 
A. H. HASSINGER, Vice-President “WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d ‘Vice-Pres’t 


CONCORDIA FIRE INSURANCE CO. 
$ 5,564,987 $ 3,078, 063 — $ 1,000,000 $ 1,486,923 $ 2,486,923 


CHARLES L. JACKMAN, President NEAL BASSETT, Vice-President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-Pres’t 


CAPITAL FIRE INSURANCE CO. ) 
$ 652,382 $ 13,200 . $ 300,000 $ 339,182 $ 639,182 


; : ; . : “NEAL BASSETT, Chairman of Board 
CHAS. H. YUNKER, President JOHN KAY, Vice-President 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, Pr 


MILWAUKEE MECHANICS’ INSURANCE CO. 
Ee SS a eee ee. See 


i , . NEAL ‘BASSETT, Chairman of Board 
J. SCOFIELD ROWE, President S. WM. BURTON, Vice-President 
J. C. HEYER, cio Brosident EARL R. HUNT, ee President WM. P. STANTON, Vice-President S. K. McCLURE, Vice-President 
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KAY, Vice-President H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President 


METROPOLITAN CASUALTY INSURANCE CO. , 
$14,945,383 $10,; 320,195 . $ 1,500,000 $ 3,125,187 $ 4,625,187 


NEAL BASSETT, Chairman of Board 
C. W. FEIGENSPAN, President 


- * aL N WINKLE, Vice-President 
E. C. FEIGENSPAN, Vice-President ° a 


IN KAY, Vice-President 
A. H. HASSINGER, Vice-President WELLS T. BASSETT. Vice-President 2 


COMMERCIAL CASUALTY INSURANCE CoO. 
$14,741,017 $ 9,712,813 $ 2,500,000 $ 2,528,203 $ 5,028,203 


$131,779,040* $58,562,251 $49,400,938 


WESTERN DEPARTMENT EASTERN DEPARTMENT 


I 



























: po : rg PACIFIC DEPARTMENT 
844 Rush Street, Chicago, Ill. * San Francisco, Californi 
H. A. CLARK, Manager Newark, New Jersey ; 60 Sansome Hom 
Ass’t Managers CANADIAN DEPARTMENT _ W. W. & E. G. POTTER, Managers 
H. R. M. SMITH 461-467 Bay St., Toronto, Canada i Ass’t 
JAMES SMITH ~ FRED. W. SULLIVAN MASSIE & RENWICK, Ltd., Managers JOHN R. COONEY CHAS. H. GATCHEL 








* Capital and Surplus of affiliated companies owned by Firemen’s, appear in gross assets of both. 
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To Give Illustration 
Of Local Board Work 


BASED ON CLEVELAND’S PLAN 





Secretary Horton of That Board Will 
Demonstrate Its Efficiency at 
Agents’ Meeting in. Dallas 





S. J. Horton, prominent figure in 
Cleveland local agency circles as secre- 
tary of the Insurance Board of Cleve- 
land, will give a practical demonstration 
of efficient local board machinery at a 
breakfast conference he will conduct 
Thursday morning, October 9, at the 
Adolphus Hotel in Dallas, Texas, during 


the convention of the National Associa- 
tion of Insurance Agents. This early 
morning breakfast meeting is not de- 
signed for local board officers alone but 
for every local agent present who is in- 
terested in establishing a local board in 
his own home community or who wants 
to increase the prestige and usefulness 
of a local board already functioning. 
Mr. Horton will explain first the fun- 
damental principles on which a_ local 
board should be built, and then detail the 
actual working arrangements of a board 
such as he conducts in Cleveland. Hun- 
dreds of requests that Mr. Horton re- 
ceives annually from all over the country 
for information about the Cleveland 
Board indicates that the scheduled 
breakfast conference, inducted into the 
convention program, will be well re- 
ceived. It was instituted by the executive 
committee because of its conviction that 
properly constituted local boards are the 
foundation of the National Association 
structure and with the thought that 
through such a conference interest in 
their organization will be stimulated. 
The prestige of the Cleveland Board 


as one of the outstanding local organi-_ 


zations is known far and wide. In Feb- 
ruary of this year it brought to a close 
its eighty-third year. 

Selection of Mr. Horton to conduct 
the breakfast conference is a happy 
choice. He has served for more than ten 
years as the executive director of the 
board and under his administration it 
has reached its high degree of efficiency. 
His insurance experience has been wide- 
spread, both as to territory and scope. 
Born a British subject, he received his 
higher education at the University of 
Dublin. His first business association 
was with the Union Assurance Society, 
which he served in several capacities, up 
to that of branch manager in Dublin. 
In 1907 he came to Canada representing 
the Atlas. 

Two years later he came to the states 
serving for approximately ten years in 
field work with the Franklin Fire, North- 
ern Assurance and New Hampshire Fire 
in various territories including New 
Jersey and suburban New York, the 
Omaha district, Rocky Mountain terri- 
tory and Kansas City territory. 

The regard in which the members of 
the Cleveland Board hold him is ex- 
pressed in the framed testimonial pre- 
sented to him at the annual meeting 
last February, in connection with the sil- 
ver service tendered him in celebration 
of his tenth anniversary as secretary of 
the Board. 





COSMOPOLITAN’S NEW OFFICE 


The Cosmopolitan Fire this week op- 
ened its metropolitan department at 81 
William street in the same offices with 
the Lloyds Casualty and the Federal 
Surety. Harry G. Richard is manager 
of the fire department with John J. 
Hogan as counterman and J. S. Chase as 
manager of the automobile department. 


NEWARK BOARD MEETING 
The first meeting of the fall and win- 
ter season of the Newark Board of Fire 
Underwriters will take place this month 
when a number of important matters will 

be discussed for the coming season. 


1930 SPECTATOR YEAR BOOK 





New Edition With Close to 1,300 Pages 
Is Just Issued; Data on 996 Fire- 
Marine Insurers Given 
The Spectator Co. of this city has pub- 
lished the 1930 fire and marine edition 
of the “Insurance Year Book” embrac- 


ing close to 1,300 pages. More or less 
exhaustive information concerning 996 
fire and marine insurers, including un- 
licensed companies, is contained in this 
excellent work. Some of the other fea- 
tures of the 1930 volume include 240 
pages devoted to data on fire depart- 
ments and water supply in 5,458 towns 





of 700 to 2,000 population in the United 
States and Canada (for towns of more 
than 2,000 the full information is in the 
1929 edition); a directory of insurance 
agents occupying 211 pages and com- 
prising about 52,000 names and of which 
33,000 agents write fire insurance; also a 


list of independent fire adjusters total- 


ing about 2,000 names. 

Other high lights in this edition are a 
list of about 5,500 attorneys and coun- 
sellors specializing in insurance; names 
of 155 universities, colleges and insur- 
ance societies conducting insurance 
classes; the names of 2,747 failed or re- 
tired companies; information on insur- 
ance companies in 107 countries; officers 


of 613 underwriters’ organizations and a 
list of 64 rating bureaus. 

Notable conflagrations in the world’s 
history comprise 440 such disasters from 
1897 B. C. (Sodom and Gomorrah) down 
to the present. The list of large fires 
in the United States and Canada em- 
braces 361 fires occurring in the last 
200 years. 


LABORATORIES’ LISTS 
The Underwriters’ Laboratories have 
published two 130 page booklets, one 
containing a list of inspected gas, oil and 
miscellaneous appliances and the other 
a list of inspected fire protection anpli- 
ances. - 








BOSTON 





OLD-FASHIONED 


Perhaps some people look upon us as old-fashioned and 
deliberate in our movements. But our figures of growth at 
the end of each year show that we are sound and pro- 
gressive. What we do, we do constructively, to help our 
agents increase their premium income. 


With the aid of our seasoned field men, our Advertising 


Department personnel, and our business-building maga- 
‘zine THE ACCELERATOR, we are building up our busi- 
ness with our agents on the solid foundation of service. 


We willbe glad'to send you a copy of THE ACCELER- 
ATOR and a complete letter concerning our thoroughly 
developed methods of doing business. Write for it. 


INSURANCE COMPANY 


OLD COLONY INSURANCE COMPANY 


87 KILBY 


STREET, 


BOSTON, 


MASSACHUSETTS 
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MICHIGAN AUTO WAR 





Detroit Auto Club Reciprocal Reinsures 
Another; State Interference Talk 
Is Resumed 
Michigan’s auto insurance rate war, 
comparatively quiescent for a few weeks, 
resumed its place in the center of the 
picture from the standpoint of insurance 
interest during the past week when one 
auto. reciprocal announced that it had 
completed reinsurance arrangements and 
rumblings of state interference became 

more apparent. 

The Valley Auto Insurance Exchange, 
organized in 1926 by a group of Saginaw 
and Bay City automobile dealers and 
grown to the extent that it wrote $372,484 
in net premiums during 1929, announced 
that it will be reinsured by the Inter- 
Insurance Exchange of the Detroit Au- 
tomobile Club, the state’s strongest re- 
ciprocal and the largest writer of auto- 
mobile business in Michigan. 

The deal was announced in the press 
as an “expansion” of the Detroit auto 
club as it was taking over the Saginaw 
Automobile Club and. the Attomobiie 
Club of Northern Michigan, thus prac- 
tically completing a program of making 
all out-state units of the A. A. A. sub- 
sidiaries of the Detroit club. The club 
then offers to its branches in the: vari- 
ous Michigan cities the services of its 
Inter-Insurance Exchange which has ex- 
tended its business until it wrote $2,739,- 
274 in net premiums in 1929. John J. 
Ramsey is manager of the auto club’s 
reciprocal. 





ARRESTED IN ST. LOUIS 

James B. “Jimmie” Kent, thirty-four 
years old, and Charles W. Good, fifty- 
two, have been arrested in St. Louis, 
Mo., on a federal complaint which charg- 
es them with using the United States 
mails in an alleged scheme to defraud. 
The information was issued by Assist- 
ant United States Attorney Claude M. 
Crooks following complaints that they 
sold $28,000 worth of stock in an unin- 
corporated insurance company by the 
unwarranted use of names of former 
Missouri officials who were listed as of- 
ficers of the company. The men will be 
granted a preliminary hearing before 
United States Commissioner John A. 
Burke on September 29. 





N. Y. CITY LOSSES DECLINE 


New York City’s fire losses during July 
showed a tremendous decline compared 
with the same month last year, the totai 
as reported to the loss committee of the 
New York Board of Fire Underwriters 
being $640,127 for July against $1,606,- 
369 in July, 1929. This low loss record 
for July brings the year’s total to date 
over 18% below the first seven months 
of last year. For the New York City 
area the incurred losses to the end of 
July were $6,773,877 compared with $8,- 
320,547 last year. However, the number 
of claims has shown an increase so far 
this year the total being 3,181 as against 
3,091 in the same months of 1929. The 
losses handled by the committee consti- 
tute about 55% of the entire fire losses 
of the city. 





LOCAL ASSESSMENTS UP 
The New York Board of Fire Under- 


writers recently voted an assessment 
of $1.20 a $100 of premiums reported for 
the first half of this year to cover the 
expenses of the fire patrol for the last 
six months of 1930. This compares. with 
an assessment of $1.10 for the same pe- 
riod last year and is due to the decline 
In premium income here. The Board 
also voted an assessment of $1.70 for each 
$100 of premiums reported in the entire 
board territory during the first half of 
this year to. provide necessary funds for 


the general expenses of the Board. Last. 


year the assessment was only eighty 
cents. 





CHICAGO ENTERS MARYLAND 


_The Chicago Fire & Marine has been 
licensed in Maryland. 





NATIONAL FIRE FIGURES 

The National Fire of Hartford report- 
ed that on June 30 its net surplus was 
$20,319,075, or a gain of $638,836 over 
the close of 1929 and of $2,690,308 com- 
pared with a year ago. Indicated earn- 
ings were $2.13 a share for the six 
months. In July, 1929, the National’s 
capital was increased from $3,000,000 to 
$5,000,000. 


SALEM LOCAL AGENT DIES 


James A. Mansfield, well known local 
agent at Salem, Mass., died last week 


there while attending the Plaza Theatre. 
He was seventy-four years of age and 
had suffered from heart trouble for 
some time. He had been in insurance 
for about twenty-five years. 





AUGUST FAILURES DECLINE 


August failures and liabilities showed 
marked decreases from those of July 
and were also the lightest for any month 
since last November. Compared with 
August of earlier years there were more 
failures than in that month since the 
year 1922, while liabilities were the heav- 
iest of August record. There were 1,630 
failures reported to Bradstreet’s for Au- 


gust, which marks a decrease of 300. fail- 
ures or 15.5% from July, while 3.8% in 
excess of those in July a year ago. Lia- 
bilities for August totaled $57,059,378, a 
decrease of 21% from July while 60% in 
excess of July a year ago. 





NEW YORK POND MEETS 


A special meeting of the New York 
City pond of the Blue Goose was held 
yesterday afternoon at the Schedule 
Rating Office in Newark. Plans for the 
coming year and the grand nest assess- 
ment were discussed. Most Loyal Gan- 
der Edgar A. McCaskie of the Pond pre- 
sided. 





The Hartford’s greatest 


help to its agents 





is its 


continuous effort to make 


property owners 


more 


conscious of the necessity 


for protection. 
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There may be an opportunity to represent the Hartford 
in your community. Why not write in about it? 
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Boston and Old Colony Companies 
Analyze Agents’ Selling Systems 


List Some of the Factors Which Have Most Appeal to 
Prospective Policyholders; One of the Secrets Is to Keep 
Customer from Saying “No” to Agents’ Proposition 


Raymond C. Dreher, editor of the “Ac- 
celerator” of the Boston and Old Col- 
ony companies and advertising manager 
of the same group, has undertaken to pre- 
pare a short analysis of insurance sales- 
manship in the current issue of the com- 
panies’ publication. He is an experienced 
business developer and has had contact 
with the particular systems used success- 
fully in selling by hundreds of local 
agents. He has taken the most present- 
able ideas and shaped them into a single 
system which his companies believe will 
aid local agents. Here are the suggestions: 


Salesmanship probably never will be 
put on a strictly analytical basis. The 
enthusiasm and personality of the sales- 
man count for more in the long run 
than the facts which he is able to place 
before his prospects. Yet this does not 
mean that a salesman can dispense with 
a knowledge of his business, because no 
man can talk fluently, interestingly and 
clearly about his business unless he un- 
derstands it thoroughly. Neither can he 
write about it unless he has basic knowl- 
edge concerning it. Much can be said 
about the advantages of the personal call. 

However, in a letter you need never 
overlook nor forget any important argu- 
ment, because you can be coldly analyti- 
cal and proceed with the construction of 
your sales letter as the chess player de- 
velops his game. On the other hand, if 
cold facts counted most in selling insur- 
ance, a Statistician ought to be a star 
salesman. He seldom is. The man with 
the analytical mind can tell you many 
reasons why you should have insurance, 
but he cannot tell you why you should 
buy it from him or from his company. 

Some insurance agents are endowed 
with such strong personalities that they 
can close their sales on that point alone 
—providing they have a good general 
knowledge of the business. They have 
confidence in their own ability. They 
can conceive of no reason why they 
should not be favored with the business. 
The basis of their enthusiasm is their 
belief in themselves—not in their policies 
or the companies they are representing. 
In order to convince their prospects these 
men must describe their own qualifica- 
tions—they must talk about themselves. 
It is egotism without a doubt, and it 
takes a strong personality of a rare kind 
to do this without offending. 


Analyze Your Own Qualifications 


Agents or salesmen of this caliber are 
very rare. Analyze your own qualifica- 
tions—do you belong in this group? If 
you think you do, be careful, for the 
real members of this select circle never 
fully realize the secret of their success. 
They believe in their own ability and 
talk about it without really thinking 
about themselves. 

A salesman of merchandise can vent 
all his enthusiasm on the quality or 
prices of the article being sold. Service 
by his company is sometimes a strong 
argument, but very rarely is it the chief 
one. The sales are closed on a strictly 
personal basis wherein the enthusiasm 
of the salesman has been imparted to 
the purchaser. 

It is difficult to find the points which 
should be enthused about in selling in- 
surance. Many agents talk too much 
about themselves or the service they 
are prepared to give and, try as they 
will, the policy itself remains an abstract 
proposition in the minds of the pros- 
pects. An enthusiastic belief in the qual- 
ity of what you are selling—whether it 
be merchandise of service—is absolutely 


? 


necessary. The sale, in ninety-nine cases 
out of a hundred, must be on a personal 
basis. 

Fire insurance agents, owing to the 
number of companies they usually rep- 
resent, rarely talk “company” to the 


the prospects give the business to them 
and not to the companies. They assure 
their prospects that they are placing 
them in “a strong, responsible company,” 
but they do not give its name. 


Factors in a Good Selling Talk 


However, granting that it is a difficult 
proposition to introduce company names 
in discussing a large line of fire insur- 
ance, there is nothing to prevent the 
use of company names in selling lines 
such as automobile, tourist floater, etc. 

A good selling talk based first, on an 
explanation of the coverage you are of- 
fering; second, on the name of the com- 
pany, the kind of organization it is and 
all that it stands for, and third, just 
what you are able to do yourself, gives 





LEGAL NOTICE 











I, Thomas F. Behan, Deputy and Acting Su- 
Perintendent of Insurance of the State of New 
York, hereby certify pursuant to law, that the 
Northwestern Fire and Marine Insurance Com. 
pany of Mi polis, Mi , is duly licensed 
to transact the business of Fire Insurance in this 
state and in its statement filed for the year 
ended December 31, 1929, shows the following 
condition: 





Aggregate amount of admitted 

MN Sc suese chek eeate eeea $3,374,279.99 
Aggregate amount of liabilities 

(except Capital and Surplus) 


including reinsurance ..... -- 1,556,145.25 
Amount of actual paid-up 
ee He CRS 1,000,000.00 


Surplus over all liabilities... ... 818,134.74 
Amount of Income for the year 7,969,421.95 








prospect. They believe—and in many ; Amount of Disbursements for the 
cases their belief is well founded—that (Continued on Page 31) WR cc Puen Coe ee 7,427,286.84 
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THE MONROE DOCTRINE. 
MCANE Security for two Continents 


Peace-of-mind was guaranteed to the peoples of North and South America 
when President Monroe laid down the principles of protection in his 
message to Congress on December 2, 1823. 


This message became the famous Monroe Doctrine. It declared emphati- 
cally against the encroachments of European nations in the affairs of the 
two continents. To this day, the document is regarded as iron clad insur- 
ance protecting millions from the bitter evils of wars of conquest. 


+ + + 


Peace-of-mind for the individual as well as for the nation is vastly impor- 


tant. Protection ag 
dom from worri 


ainst loss or damage of valuable articles gives this free- 
es. With supreme confidence in the backing of one of 


the world’s strongest insurance institutions, agents of the Fireman’s Fund 


Insurance fleet sell policies covering Perso 


Objects, and other items. 


FIREMAN’S FUND 
INSURANCE COMPANY 


..- and affiliated companies: 


nal Effects, Furs, Jewelry, Art 


HOME FIRE & MARINE INSURANCE COMPANY, OCCIDENTAL INSURANCE COMPANY 
and on the Pacific Coast the OCCIDENTAL INDEMNITY COMPANY ; 


SAN FRANCISCO 


NEW YORK 


Fire— Marine— Automobile 


CHICAGO 


BOSTON ATLANTA 
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MARINE & AUTOMOBILE 


Fire Losses at Sea 
Are Causing Anxiety 


HARD TO RATE HAZARD FAIRLY 





G. A. T. Darby Tells Marine Union That 
Marine Outlook in Britain Still 
Remains Rather Gloomy 





The general aspect of the British ma- 
rine insurance. market is rather gloomy, 
says G. A. T. Darby, chairman of the 
Institute of London Underwriters, in his 
report to the annual meeting of the In- 
ternational Union of Marine Insurance 
which will be held later this month at 
Vichy, France. Several of these reports 
on conditions in particular countries are 
being released for publication prior to 
the time of the convention. Mr. Darby 
believes that no improvement can be 
hoped for until economic, industrial and 
political troubles have been overcome 
and the world’s trade recovers from the 
depression into which it has fallen. 

Aside from the general problems of 
marine insurance today Mr. Darby places 
particular stress upon what he terms 
an enormous increase in the fire hazard 
at sea. In spite of modern progress, he 
says, costly fires continue and it is ob- 
vious that the measures of prevention 
and extinction must be carefully consid- 
ered and every possible means explored 
whereby the safety of life and property 
at sea may be bettered. Mr. Darby 
states that this subject of sea fires is re- 
ceiving the consideration of British ship- 
ping interests as the question is primar- 
ily one for the shipowners. Underwrit- 
ers he says can only attempt to deal 
with all hazards encountered by ade- 
quate rating but it would be almost im- 
possible to charge a high rate for first 
class non-inflammable cargo in a first 
class liner because this liner happened 
to carry a small amount of inflammable 
goods or merchandise. 

Hull Accounts Decline in Number 
_ “The past history. of marine insurance 
in our markets shows that, whereas the 
decline in rates and profits is very 

marked and quickly apparent, yet im- 
provement when it comes, is slow and 
difficult to detect, and it is only after 


. Such improvement has been gradually 


gaining momentum that it is suddenly 
realized that better times have arrived,” 
says Mr. Darby. “Undoubtedly there 
has been a tendency, for a year or more 
past, to try and effect an amelioration 
of our conditions, but the efforts towards 
improvement coincided with what is per- 
haps one of the worst economic and in- 
dustrial ‘slumps’ that this country has 
ever experienced. At a time, therefore, 
when strenuous efforts were being made 
to improve our accounts, there was a 
great decrease in the movement of both 
manufactured goods and of raw materi- 
als. This immediately affected the hull 
market, and at the present moment, the 
amount of tonnage laid up is assuming 
alarming proportions. 

“Dealing with the various sections of 
Marine insurance I will take the hull 
business first. In spite of many diffi- 
culties the hull position has remained 
sound on the whole. The Joint Hull 
Committee has continued its labors with 
unremitting care, and it is safe to say 
that this committee has been, and in 
fact still is, the one good hopeful fea- 
ture of our market. Owing to the pe- 
culiar situation of the English market— 
I refer to the two great bodies, compa- 
nies and Lloyd’s—many difficulties have 
een encountered, and with great good 


will on all sides have been faced and. 


Overcome. 

“While on the subject of hulls, I may 
Perhaps refer to the question of foreign 
hulls, which are offered in London. The 
subject j is delicate and at times has given 





Auto Claims Ass’n to 
Extend Field of Work 


TALKING WITH 1 N. J. DEALERS 





More Than Twenty Distributors in N. Y. 
Now Co-operating With Adjusters 
To Cut Repair Costs 





The Automobile Claims Association, 
organized several months ago in New 
York by adjusters of fire companies to 
effect co-operation with the automobile 
manufacturers’ service stations in cutting 


down excessive repair costs, is now ex- 
tending its operations to New Jersey. 
There are to be conferences in Newark 
this month with several of the leading 
automobile dealers and it is likely that 
they will work with the insurance men 
to secure improved conditions on adjust- 
ment work. 


In New York City more than twenty 
members of the Automobile Merchants’ 
Association have signed the insurance 
agreement and appointed contact men 
to work with the adjusters. The pas- 
senger car members include the follow- 
ing: Buick Motor Co.; Dodge Motors 
of N. Y.; Durant Motor Co. of N. Y.; 
Glidden Buick Corp.; Graham Paige 
N. Y. C. Corp.; Hudson Motor Car Co. 
of N. Y.; Jordan Distributors, Inc., of 
N. Y.; Marmon Auto Co. of N. Y., Inc.; 
Peerless Motor Co.; Reo Motor Car Co. 
of N. Y.; Simons, Stewart & Foy, Inc.; 
Studebaker Corp. of America; Stutz N. 








rise to a certain feeling of dissatisfac- 
tion in various continental centres. But 
it is as well that my continental col- 
leagues should realize that the British 
members of the International Union can- 
not control or even advise what under- 
writing principles shall be followed by 
the many companies and syndicates who, 
= a whole, constitute the English mar- 
et. 

“With regard to cargo business, I have 
little to add to the remarks made above 
on the subject of present trade depres- 
sion. I cannot report any improvement, 
and it is evident that, until there has 
been some change in the world’s trade, 
cargo business must remain in its pres- 
ent deplorable condition. 

“There is no doubt that the market, as 
a whole, is a little more enquiring, and 
examines more critically the business 
which is being offered, but one cannot 
make bricks without straw, and although 
careful scrutiny of the business actually 
offered is a good thing, yet if the vol- 
ume offered falls very far short of the 
market’s needs, all cargo accounts must 
be relatively small and show relatively 
poor results.” 


Y. Co. Inc.; Uppercu Cadillac Corp.; 
Van Alstyne Motor Corp.; Warren- 
Nash Motor Corp.; Willys-Overland, 
Inc., and the Duesenberg Motors Co. 

The truck members of the agreement 
include the Federal Motors Truck Co. 
of N. Y.; General Motors Truck Co.; 
LaFrance Republic Sales Corp., and the 
Relay Motors Corp. 


Outline of the Agreement 


The plan calls for the insurance com- 
panies using their best efforts to have 
repair work done for which they are 
liable in the service stations of dealers 
co-operating with the loss adjusters; the 
dealers will give the adjusters a list of 
service stations showing a master “con- 
tact” man for each make of car who will 
be responsible for estimates given not 
only by the master service station but 
those of the subsidiary stations; the con- 
tact men will co-operate with the in- 
surance companies as well as with one 
another; dealers will prepare itemized 
statements to cover the work for which 
an insurer is liable; labor charges will 
be at the same rate as charged any cus- 
tomer, and the dealer will submit a uni- 


form towing plan for the approval of 
the insurers. 

The dealers will also use their best 
efforts to assist an insurance company 
in locating a used car of equal value for 
the puspose of replacing a car which 
has been totally destroyed whenever an 
insurer may decide to make such a re- 
placement. Whenever possible for the 
dealers to ascertain the name of an in- 
surance company liable for a loss the 
dealer shall immediately notify the ad- 
juster for the company so that he may 
make a prompt inspection of the car. 

The dealers have appointed Harry G. 
Bragg, general manager of the Automo- 
bile Merchants’ Association of New 
York, Inc., and Ralph Ebbet, general 
manager of the Brooklyn Motor Ve- 
hicle Dealers’ Association, as arbitrators 
or referees. C. &. Trecartin of the Ag- 
ricultural is secretary of the Automobile 
Claims Association. 

On the board of governors of the 
Automobile Claims Association are D. R. 
Collinson, North British & Mercantile; 
V. Hansen, Export Insurance Co.; G. O. 
Reynolds, Crum & Forster, and R. M. 
Huyler, America Fore Companies. 








1929 German Dividend Changes 


A downward trend for the dividends of 
smaller German companies and with few 
exceptions maintained positions for the 
stronger companies are revealed in re- 
sults for 1929, a bad year throughout 


Allianz & Stuttgarter Life .............. 
Transatlantische Gueter of Berlin ....... 
Allgemeine See & Land of Dresden...... 
Saechsische of Dresden ...............06- 
Oldenburger of Oldenburg .............. 
Victoria General of Berlin .............. 


Europe in property insurance lines. Life 
companies paid higher dividends in many 
cases than for 1928 

Dividends proposed for 1929 compared 
as follows with those paid in 1928: 


1928 1929 
Pigscadvas ys seaueaaaeae 15% 16% 
lps easesovoddatianes 10% = 
bgsdgasss Hace caaenaty a 10% 5% 
guhcadtuateaghet twas gue 10% 
ieaksousatdsdetede caued 12% 4% 
Mika d be alletbai a alata 16% 18% 


Victoria am Rhein General of Duesseldorf.................-005. 4% 4% 
Plus 30 Mk. 45 Mk. 
Vietotmsice sds Berlin —*A. Shares. csncnskcckeesn de ecd sd ciedeasce 15 Mk. 18 Mk. 
NRE Di iate 5 oslo Hada’ wouanee am RAG ansehen dee mae ens eee aks 37.50 Mk. 45 Mk. 
The following rates were approved for 1929: 
1928 1929 
Norddeutsche See & Fluss of Stettin ...............0cceeeeeees 8% _- 
National of Stettin (former Prussian National), Common Stock 15% 8% 
Steitin. Mewisurance, Comics <..ccicns c.ccde ccd ccntediecewaces 8% 2% 
Settee Geeast MAME 65 sin occ cnn cbbsanes nageeecacecusanceaks 10% —_ 
Albingia of Hamburg, Common and Preferred.................. 7% ~ 
Wire He co cia ea recs cdecan ts dace s Sawieidantde Cwedeeaeet 10% 7.5% 
NARI TEE Ne Gack ad aww aiseedkaa née Qadatawiwuns niecacawenties 10% 12% 
WEG Oo bike's os ose diwcs beens Soew cataeiihescsenagtaeds 10% 7.5% 
Schlesische Feuer (Silesian Fire) Healt SUNN Scans sd Kdstments 10% 8% 
Badische Assectiranz of Mannheim .......066:2 ccscseccecceccescee 20% 10% 








MEANEST THIEF 
A story from Louisville tells of the 
meanest thief. Members of the fire de- 
partment at’ Ashland, Ky., decided to 
raise a fine tomato crop for the poor in 
the city hospitals. As the tomatoes be- 
came ripe a thief stole the best ones. 


ISSUES CONVENTION BOOK 
The American Association of Insur- 
ance General Agents has published the 
proceedings of its fifth annual conven- 

tion held at Richmond, Va., last May. 














APPLETON & COX, Inc. 


8 South William Street, New York 





AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York | 
dmitted Assets, $7,289,004.71 


Tokio ania and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $12,994,064.64 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,394,635.82 





_ WRITE FOR OUR AGENCY PROPOSITION 











STANDARD WRITING MARINE 

The Standard Fire of Hartford. has 
extended its underwriting and service 
facilities to include ocean marine lines. 
The company will write yacht and mo- 
tor boat risks, ocean cargo business and 
intercoastal shipments. 





Agents’ Selling Ideas 


(Continued from Page 30) 


you an opportunity of closing even the 
hardest kind of prospects, 

Remember that one of the secrets of 
selling anything is to keep your pros- 
pect from saying “No.” Lead him fp 
to the question time and time again— 
and if you see he is not ready, do not 
force him. Talk about something else 
and gradually lead back until he is will- 
ing to sign on the dotted line. Here is 
where the value of the really good sell- 
ing talk concerning the merits of your 
company will come in handy. Make 
your prospect feel that the company is 
an organization of human beings—and 
that, in addition to carrying out its ob- 
ligations strictly according to contract, 
it is willing to listen to any case where 
the assured feels that he has a just claim. 

Try out this system. It will not work 
every time. No system is perfect. ,But, 


- if you are calling on a list of prospects 


who are only slightly known to you, it 
will increase your chance of landing 
them at least 90%. 
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General Surety Enters 
Reinsurance Field 


SIGNIFICANCE OF THE MOVE 





Aim Is to Create Strong American Mar- 
ket for Suretyship Obligations; E. 
J. Donegan’s Comments 
The interesting news is made known 
today that the General Surety, the $10,- 
000,000 surety company of which E. J. 
Donegan is executive vice-president, is 
withdrawing from the ranks of direct 
writing companies to enter the reinsur- 
ance field. This move, which will be of 
keen interest to the casualty and surety 
fraternity, has been taken after a care- 
ful survey of field conditions by the 
General Surety, resulting in the conclu- 
sion that the direct writing field is over- 
crowded, that the demand for good 
agents exceeds the supply, and that the 
company which can find a better and 
more useful niche does itself and the 

business as a whole a service. 

As a reinsurance carrier the General 
Surety makes a bid for the distinction 
of being the largest casualty and surety 
reinsurer in the world, having a paid-up 
capital and surplus of ten million dol- 
lars and more than $10,000,000 in assets. 
While casualty reinsurance will be han- 
dled in order to render full service, the 
particular aim of the General will be 
to create a strong American reinsurance 
market for suretyship obligations. It is 
pointed out by Mr. Donegan that out 
of more than 100 companies operating 
in this country, only eight are strictly 
reinsurers, and there is no such company 
specializing in surety reinsurance writ- 
ings. In fact, he adds, the total fidelity 
and surety volume of reinsurance car- 
riers last year was very little in excess 
of $2,000,000. He says further: 


Calls Facultative Interchange Wasteful 


“That figure does not mean that there 
is not a much larger amount available, 
but the field has not been assiduously 
cultivated and most of the premium dol- 
lars have been transferred through fac- 
ultative interchange—the most wasteful 
method man can devise. If the mem- 
bers of the New York Stock Exchange 
wrote or telephoned to the offices of all 
or most of the other members whenever 
they wanted to buy or sell a particular 
stock, that system, if system is the word, 
would be fairly comparable to the facul- 
tative exchanges so long used in this 
country. 

“From time to time some of the lead- 
ing surety executives, concerned by the 
increasing cost of handling reinsurance, 
have advocated the establishment of a 
large central reinsurance company, to be 
owned and operated by the direct writ- 
ing companies. There was a natural re- 
sistance on the part of some of the 
companies to such an arrangement, how- 
ever, and the scheme has always proved 
abortive. Meanwhile, many of the com- 
panies, selling business for less than it 
costs to produce, and failing to receive 
in return an equal quantity and qual- 
ity of premiums, have been seeking an 

(Continued on Page 36) 


Storm of Protest Over 
New Bay State Rates 


PREMIUMS 6% HIGHER FOR 1931 








Commissioner Brown Points to Increased 
Accidents and Claims Under Compul- 
sory Law; Agitation for Its Repeal 





The annual battle in Massachusetts 
over the compulsory automobile liability 
rates for the coming year has started 
with numerous protests already filed 
against the tentative schedule of premi- 
ums announced last week by Commis- 


sioner of Insurance Merton L. Brown. 
The showdown is to come next Monday 
morning at a public hearing in the Bos- 
ton state house at which time a lively 
session is anticipated. In fact, the op- 
position to the present law has grown 
to such an extent that it would not be 
surprising to see several petitions cir- 
culated for its repeal or amendment so 
as to remove the compulsory feature. 
Only A Few Decreases 


Commissioner Brown’s 1931 schedule, 
based upon the experience of the years 
1927, 1928 and 1929, represents on the 
average an increase of about 6% over 
the rates of the present year. It had 
been recommended to him by the insur- 
ance companies that the 1931 rates 
show an increase of more than 30% 
over the 1930 rates for passenger cars 
and substantial increases for other types. 
In a few instances the commissioner has 
made slight decreases in the new rates 
as justified by the experience but he 
says: “It is to be regretted that further 
decreases cannot be proposed on the ex- 
perience now available. The proposed 
rates are lower than the 1930 rates in 
many municipalities outside of Massa- 
chusetts.” 

In this connection Commissioner 
Brown pointed out comparisons _be- 
tween the 1931 rates proposed for Bos- 
ton, which, incidentally, have been called 
“absolutely unjustified” by Mayor Cur- 
ley of that city, and many other lead- 


ing cities. New York shows the high- 
est rates. Thus on W or light cars of 


the Ford type, the Boston rate is $53 
on the statutory policy, and on medi- 
um-sized cars, $57, while for Y, or 
heavy cars, the rate is $66. New York 
has a rate of $103 for each class. Other 


cities show the following comparable 
rates, respectively, for W, X and Y 
cars: 


Philadelphia, $63, $73, $91; St. Louis, 
$41, $48, $60; Jersey City, $46, $57, $72; 
Providence, $40, $53, $63; Albany, $55, 
$68, $87; Buffalo, $44, $47, $57; Schenec- 
tady, $51, $63, $80. 

Little Change in Territories 


Under the 1931 schedule there is no 
change proposed in the composition of 
the eight existing territories in respect 
to passenger cars and the six existing 
territories for commercial cars. Six ter- 
ritories are proposed for public vehicles 
instead of three. It is also recommended 
by the commissioner that the W, X and 
Y classifications of passenger cars es- 
tablished for 1930 be continued next year 


(Continued on Page 38) 
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Federal Surety to 
Remain in Davenport 


PERCY F. BIGLIN GEN’L MANAGER 
Directors Accept W. L. Taylor’s Resig- 
nation; Closer Tie-up With Lloyds 
aia lnieesenee 


Following the sexeptaiaes of the resig- 
nation of Col. W. L. Taylor as presi- 
dent, it was indicated this week by of- 
ficers of the Federal Surety of Iowa 
that there will be few, if any, changes 
in the staff of the company and that its 
home office will remain in Davenport 
where the present lease has been re- 
newed for a five-year term. 


The meeting at which Col. Taylor’s 
resignation was turned in was a pro- 
longed one, attended by both Iowa and 
New York directors of the company in- 
cluding Col. G. Watson French of Dav- 
enport, one of the largest stockholders, 
who is a middle western financier and 
director of the Rock Island Railroad. 
The New York party included Carl Sher- 
man, general counsel for Lloyds Casu- 
alty, the Federal and the Cosmopolitan 
Fire; James Gibbs, chairman of Lloyds 
executive committee, and Charles Paus- 
ner of Vanderpoel, Pausner & Webb, 
and vice-president of the Federal Sure- 
ty. Ira A. Schiller as chairman of the 
boards of the three companies presided 
and afterwards announced that a closer 
tie-up with Lloyds Casualty is being 
planned in matters where economies will 
be effected. 

Broader Scope for P. F. Biglin 

An important outcome of the meeting 
was the appointment of Percy F. Biglin, 
for years secretary and treasurer of 
Lloyds Casualty, as general manager of 
the Federal until a new president is 
selected. Mr. Biglin has been vice-pres- 
ident and comptroller of the company 
for some months past and has been lo- 
cated at Davenport. His duties as gener- 
al manager are in addition to those al- 
ready held. He is now on a visit to 
New York City but will return to Iowa 
shortly. 

Chairman Schiller also placed in nom- 
ination the names of Col. French and 
Rye Nyemaster, vice-president of the 
American Commercial Bank of Daven- 
port, as director and chairman of the 





PERCY F. BIGLIN 
executive committee respectively. The 
following statement was issued by Col. 
French: 

“The meeting last week was harmoni- 
ous and the results entirely satisfactory 
to, the Davenport directors. The New 
York directors opened the proceedinyzs 


with statement that no motion or reso-’ 


lution would prevail without the major- 
ity vote of the Davenport group. The 
company is now in better position to 
make money for the stockholders than 
at any time since its organization. The 
home office will continue in Davenport 
with a branch in New York City. Very 
few, if any, changes will be made in the 
force.” 





ADVERTISING NEW LAW 


Considerable advertising is being done 
by the Canadian Automobile Underwrit- 
ers’ Association in Ontario to advise mo- 
torists of the requirements of the new 
safety-responsibility law in that province 
which became effective September 1. 





IN TWO MORE STATES 


_ The Home Indemnity has been licensed 
in the states of Colorado and Arizona. 
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Established 1860 Under the Laws of the State of New York 
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Col. W. L. Taylor Joins 
Darby A. Day Fleet 


FORMER FEDERAL SURETY HEAD 








To Be Executive Vice-President of Chi- 
cago Fidelity & Casualty; His Fit- 
ness for the Post 





Col. W. L. Taylor, who resigned last 
week as president of the Federal Surety 
of Iowa, has joined forces with Darby 
A. Day, chairman of the board and pres- 
ident of the Chicago Fidelity & Casu- 
alty, as executive vice-president of that 
company. Widely known both in agen- 
cy and company ranks, Col. Taylor will 





COL. W. L. TAYLOR 

have supervision over the general opera- 
tions of the Chicago F. & C, and he 
brings to the Darby A. Day fleet a back- 
ground of nearly twenty-five years’ train- 
ing in the business. 

The Chicago Fidelity & Casualty, the 
lead-off company in the large casualty 
and surety underwriting organization 
which Mr. Day has just about completed, 
is starting under most favorable auspices 
with a capital of $1,000,000 and a sur- 
plus of $1,500,000. Other companies in 
the group are the Automobile Underwrit- 
ers of Dallas, Darby Day Investment 





DARBY A. DAY 


Corporation and Fire Insurance Co. of 

Ce ago. 
ing insurance men of America, is also 
chairman of the board of the Continen- 
tal Indemnity of America and of the 
awrence Avenue National Bank. He 
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Mr. Day, one of the outstand- _ 


is understood to have strong financial 
backing. 
Taylor’s Broad Experience 

In the appointment of Col. Taylor as 
executive vice-president the Chicago Fid- 
elity & Casualty is getting an executive 
who is intimately acquainted with the 
problems of producers. Entering the 
business in 1908 as a special agent, he 
has gone step by step through everv 
branch of the casualty and surety field. 
Before joining the Federal Surety he 
was connected with the Massachusetts 
Bonding & Insurance Co, as assistant 
to the president. 

Always a staunch supporter of the 
American agency system and a strong 
believer in bureaus and rating associa- 
tions, Col. Taylor has never participated 
in rate wars nor encouraged any unethi- 
cal practices in the business. 





CAPITAL INCREASE APPROVED 





Equitable C. & S. to Issue 65,000 Shares 
at $5 Par Which Will Bring Capital 
Up to $975,000 

At a special meeting held last week 
the stockholders of the Equitable Cas- 
ualty & Surety approved the plan rec- 
ommended by the directors for a capital 
increase from $650,000 to $975,000. This 
increase will be effected by the issuance 
of 65,000 new shares at $5 par value to 
which present shareholders may sub- 
scribe at the rate of one share of new 
stock at the par price for each two 
shares of stock held at the present time. 

Under the plan the new stock is to 
be paid for and issued on September 15, 
the rights of the present stockholders to 
subscribe at par expiring on Septem- 
ber 10. 


TO LECTURE AT JOHNS HOPKINS 

Lincoln H. Lippincott, superintendent 
of the training school at the Maryland 
Casualty home office, has been selected 
to give a course of lectures in the Johns 
Hopkins University evening schoo! this 
fall. The course will be “Insurance 
Principles and Their Application,” “and 
will cover fire, marine, life, casualty and 
surety. 

Mr. Lippincott ,has also been asked 
by the Insurance Society of New York 
to give the opening lecture in its course 
for brokers. His subject will be “Insur- 


ance History and Economic’ Back- 
ground.” This lecture will be given Oc- 
tober 2. 





ACTING HEAD OF F. & D. 





G. L. Stevick, Coast Vice-President, 
Running Home Office During Presi- 
dent Miller’s Absence Abroad 

Guy LeRoy Stevick, Pacific Coast 
vice-president of the Fidelity & Deposit, 
has been appointed executive head of the 
company in the absence of President 
Charles R. Miller, who, with Mrs. Mil- 
ler, is making an European tour. 

Mr. Stevick has been associated with 
the F. & D. for many years and in se- 
lecting him as temporary head of the 
company the directors were actuated by 
the belief that a man from the field 
might have some valuable suggestions to 
make relative to the F. & D.’s methods 
of meeting the requirements of its cli- 
ents and representatives. 

Upon Mr. Miller’s return from Eu- 
rope Mr. Stevick will re-assume his du- 
ties on the Pacific Coast. 





FORMALLY ELECTED PRESIDENT 





G. E. Turner Takes New Post in First 
Reinsurance Co.; C. A. Rich 
Elected Vice-President 
George E. Turner was formally elected 
president and director of the First Re- 
insurance Co. of Hartford on Tuesday, 
filling the vacancy caused by the death 

of H. H. Stryker. 

Clarence A. Rich was elected vice- 
president, filling the vacancy caused by 
the resignation of B. N. Carvalho. Mr. 
Rich is also vice-president of the Ros- 
sia Insurance Co. The change was made 
for purposes of interior administration, 
inasmuch as Mr. Carvalho was elected 
president of the Metropolitan Fire last 
month. 





DIRECTOR OF BRITISH CO. 





James Gibbs, President of Excess In- 
surance Co., Represented on Board 
of New Argosy Insurance Co. 
James Gibbs, president of the Excess 
Insurance Co. of America, has been re- 
cently elected a director of the Argosy 
Insurance Co., Ltd., of London, a newly 
formed British casualty company which 
is starting out under the most ——— 
auspices. Its chairman is E. F. Eld- 
“ridge, managing director of Strickland 
(Agencies) Ltd., by whom the company 
will be managed. Mr. Eldridge was pre- 
viously with the World Auxiliary and 

Eagle, Star & British Dominions. 
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NEW POST FOR F. C. ROBERTSON 





Becomes Manager of F. & D.’s New 
Hartford Branch; Resigns U. S. Cas- 
ualty Home Office Position 
The Fidelity & Deposit opened a new 
branch office in Hartford this week with 
Fred C. Robertson, formerly with the 
United States Casualty, as its manager. 
Howard B. Wessenberg, manager of the 
F. & D.’s former service office in Hart- 
ford, has been appointed assistant man- 

ager of the new branch. 
Mr. Robertson is not a newcomer to 
the Fidelity & Deposit’s ranks, having 





FRED C. ROBERTSON 


formerly been associated with Boyce & 


Ware, Gastonia, N. C., representatives 
of the company, and later as assistant 
manager at Indianapolis and manager at 
Omaha. While in Indianapolis he took 
an active part in the Indiana Insurance 
Day celebrations, bein vice-president of 
that body in 1928 and 1929. Early this 
year Mr. Robertson joined the United 
States Casualty as assistant manager of 
its surety department at the home office 
from which post he has resigned to re- 
join the F. & D. 

His initial insurance experience was 
gained with the United States F. & G. 
as its assistant manager at Charlotte, N. 
C., which was about twelve years ago. 
Before entering the business he was in 
the consular service having been sta- 
tioned at Singapore and later in Ottawa. 





LEGAL EXPERTS MEET IN N. Y. 





“Social Insurance” Among Topics Dis- 
cussed at Meeting of International 
Law Association 
“Social Insurance” was one of the 
topics discussed this week at the busi- 
ness sessions of the International Law 
Association held in New York. The 
American branch of this association has 
been host to some 200 distinguished 
members of the English, French, Scotch 
and Irish bars who have been in this 
country for the past week enjoying a 
round of social activities in addition ‘to 
the convention business. The meeting 
is the first to be held in America since 
the world war. Among the American 
hosts were Charles Evans Hughes, Chief 
Justice of the United States, and John 
W. Davis, both of whom need no intro- 

duction to the insurance fraternity. 


BACK FROM SOUTH AMERICA 


William H. Galentine, assistant secre- 
tary and general attorney of the Globe 
Indemnity, returnéd from a vacation trip 
to South America on Tuesday. 





LICENSED IN MAINE ., 
The Commerce Casualty has been li- 
censed in Nebraska. 
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Company Attitude Given On 
Medical Clinic Situation Here 


Direction and Supervision of Medical and Surgical Care of 
Injured Workmen Should Be Chief Function According 
to Globe Indemnity; Its Metropolitan Clinic De- 
scribed; Incompetent Doctors and Their 


Methods Put 


When James A. Beha, general man- 
ager, National Bureau of Casualty & 
Surety Underwriters, responded to a 
criticism of casualty insurance company 
medical clinics made by the Private Hos- 
pital Committee on Workmen’s Com- 
pensation Insurance a short time ago, 
he started something. More than one 
company maintaining well managed clin- 
ics in New York smarted under what 
they considered an unjust attack by the 
hospital committee, being quick to call 
attention to the methods employed by 
certain doctors in the city who, having 
been unable to get the approval of most 
companies, make intensive personal so- 
licitations for compensation medical 
work in much the same manner as am- 
bulance chasing lawyers solicit legal 
work. 

In view of the controversy which has 
been carried on, it is interesting to get 
the angle of one of the larger companies, 
the Globe Indemnity, on the situation. 
Maintaining a well equipped clinic in its 
twew metropolitan branch office at 60 
John street, New York, this company 
has consistently taken the attitude that 
its clinic #s not intended to supplant or 
take away the business of reputable doc- 
tors and hospitals. The functions of the 
clinic, as explained by the persons in 
charge of it; is primarily to supervise 
and direct the medical and surgical care 
of injured workmen who may _ have 
claims for compensation under compen- 
sation policies issued by the company 

Designation of Doctors 

Under the provisions of the compen- 
sation law, the employer and his com- 
pensation insurer are required to assume 
financial responsibility for medical and 
surgical care and treatment of compen- 
sation cases and because they are re- 
auired to pay the bills, are permitted to 
designate the doctors and hospitals who 
shall render the treatment. Naturally 
the insurer who is ultimately responsible 
for the payment of compensation has an 
interest in providing such medical care 
and treatment as will restore the. injured 
man to normal physical condition as pos- 
sible within the shortest time possible 
Failure to do this results in increased 
payments of compensation. 

Naturally, likewise, the insurer is in- 
terested in getting value received for the 
money paid out in doctor’s bills. The 
employer, if incirectly, is even more vi- 
tally interested than the insurer both in 
compensation and medical costs, because 
under the experience rating plan these 
costs are ultimately reflected in the cost 
of compensation insurance. 

Activities of Trickster Doctors 

Anyone who has had experience with 
workmen’s compensation cases cannot 
but know of the methods employed by 
certain doctors in New York City, who 
bury their scruples in their anxiety to 
secure workmen’s compensation medical 
business. These doctors have not been 
able to get the approval of most insur- 
ance companies because the comnanies 
are not satisfied with their ability to 
render proper attention or their fairness 
in charging for their services. It is the 
practice of such doctors actively to so- 
licit compensation medical work much 
as it has been the custom of ambulance 
chasing lawyers to solicit legal work. 
The medical men in this category may 
post up cards containing the doctor’s 
name and address, representing that they 
have been authorized to do so by the in- 
surer, or may subsidize some person in 


on the Grill 


the employer’s establishment to take 
down the card posted by the insurance 
company and post their own in its place. 
Some of these cards posted by these 
doctors are very amusing in the lengths 
gone to deceive the employer and the in- 
jured workmen. Some cards are stamped 
with rubber stamps with the word “ap- 
proved” in the rubber stamp and certain 
initials written underneath the word to 
give the impression that some official 
body has approved the selection of this 
doctor; others have even gone to the 
extent of placing the name of the in- 


surer covering the risk, on the doctor’s 
card, with a rubber stamp. 

This class of doctors has been found 
by the insurance companies to be, in 
many cases, incompetent to give proper 
medical care and attention and in many 
cases excessive in the charges for their 
services. 

The Family Physician 


There is another type of doctor who is 
entirely reputable but who is not par- 
ticularly suited for compensation medical 
work. This is the high type family phy- 
sician catering primarily to a wealthy 
clientele and having no particular quali- 
fications as surgeon other than good 
medical experience and education. These 
doctors ordinarily charge from five to 
ten dollars for the simplest sort of of- 
fice treatment and no doubt are accus- 
tomed to getting fees of this sort from 
their wealthy patrons. Their experience 
is usually limited to ordinary family 
treatments and they have very little con- 
tact with treatment of injuries. While 
their intentions are good and they do 
the best they know how, because of their 
limited experience with treatment of in- 
juries, they frequently do not give as 
competent care to injured cases as doc- 
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tors who are constantly doing surgical 
work and who take care of a great many 
cases of this type. When injured work- 
men are attended by doctors of this 
class, they often fail to receive the kind 
of treatment they should have but the 
insurer is charged much more for the 
services than he would be charged by a 
specialist of substantial experience. 

The obvious conclusion from the fore- 
going is that insurance companies | are 
not only justified, but find it absolutely 
necessary to supervise the medical serv- 
ice in compensation cases and to select 
carefully the doctors whom they prefer 
to render such service. 

The medical department of the Globe 
Indemnity has compiled an extensive list 
of doctors in the city of New York who, 
through investigation, have been found 
to be competent, experienced and prop- 
erly equipped to handle workmen’s com- 
pensation medical work. Any doctor 
who has a good reputation, who is avail- 
able in his office a substantial part of 
the day, and who is found upon inves- 
tigation to be competent as a physician 
and surgeon and honest in his charges 
for his services, can have his name add- 
ed to this list on application. These 
lists in printed form are distributed to 
all compensation policyholders of the 
company. The policyholders are request- 
ed to refer injured workmen to one of 
the doctors on this list in the event of 
accident. 

How the Medical Case Is Handled 

The process of handling a case in the 
medical department of the Globe In- 
demnity following an accident is substan- 
tially as follows: When an accident is 
reported where the injured man is likely 
to lose a sufficient amount of time from 
his work to call for the payment of com- 
pensation, he is invited, if able, to visit 
the claim department of the company so 
that he may be advised of his rights 
under the compensation law and when 
the first payment will be due him, and 
he is then examined in the medical clinic. 

This examination is for two purposes— 
first, for the purpose of determining 
whether or not the man is receiving the 
proper medical care from whatever doc- 
tor is treating him, and secondly, for the 
purpose of estimating the amount of 
compensation which may become due so 
that the claim department may establish 
the proper reserve on the case as re- 
quired by the laws of the state of New 
York. The medical care of the case is 
taken over by the clinic only in the event 
that it appears the man is not having 
proper treatment or can come to the 
medical clinic more conveniently than he 
can go to the doctor who is attending 
the case, or is in the hands of a doctor 
known to be unfair-in his charges. Many 
cases are placed in the care of spe- 
cialists. 

The clinic is under the direction of a 
doctor who is on the surgical staff of 
the Ruptured and Crippled Hospital. His 
assistant, who is on duty in the clinic 
offices during the entire business day, is 
a graduate of the Harvard Medical 
School. There is a registered nurse, like- 
wise, on duty during the day. The clinic 
is equipped with the most modern 
physio-therapeutical equipment, includ- 
ing machines for baking and electrical 
treatments. There is also a modern 
X-ray machine and equipment operated 
by an X-ray technician of long experi- 
ence. This special equipment is provid- 
ed because many doctors who ordinarily 
treat compensation cases do not have 
establishments large enough to contain 
equipment of this sort. In such cases 
the clinic is always able, by arrange- 
ment with the doctor, to take over the 
case when the time comes for special 
treatment of this kind, 

The entire operations of the Globe’s 
clinic are conducted on the principle that 
the rights of reputable, competent pri- 
vate physicians must be respected, but 
that everything possible must be done 
to protect the injured workmen, the em- 
ployer and the company, whose inter- 
ests are all substantially alike to the 
end that a speedy restoration to health 
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Behan’s Fine Report 
On Empire State Surety 


IS WINDING UP ITS AFFAIRS 





Liquidation Bureau of N. Y. Dep’t Has 
Surplus on Defunct Company’s Es- 
tate After Paying All Debts 





Thomas F. Behan, deputy and acting 
superintendent of the New York Insur- 
ance Department, sent out a report a 
few days ago on the results of the liqui- 
dation of the Empire State Surety Co., 
which may be looked upon as a remark- 
able record of protection to creditors and 
policyholders of an insurance company. 
The Empire State Surety was a New 
York casualty corporation whose estate 
was placed in the hands of the Depart- 
ment for conservation and liquidation in 
December, 1912. Shortly after the com- 
pany was placed in possession of the 
liquidation bureau, the Department paid 
a first dividend to creditors and policy- 
holders, and, from time to time, subse- 
quent dividends were paid until all the 
debts were paid 100%. 

According to the report of Deputy and 
Acting Superintendent Behan, the De- 
partment has on hand funds amounting 
to $78,996, of which $66,406 consists of 
cash in bank which Mr. Behan recom- 
mends be distributed immediately to the 
creditors and policyholders pro’ rata in 
payment of interest on the debts. Mr. 
Behan will ask the court for authority 
to make the interest payment at once 
so that the estate may be.closed by the 
Department before the end of this year. 
Since the last departmental report in 
this proceeding on August 31, 1922, the 
net increase in the estate, under the 
management of the liquidator, after the 
payment of all expenses and operating 
charges, is $14,896, which forms part 
of the cash sum of $66,406 now ready 
for partial payment of the interest on 
the debts. 


Successful Defense Against Large 
Claims 

When the company was taken over 
by the Insurance Department, the assets 
consisted principally of twenty-one par- 
cels of real property located in twelve 
states, numerous claims for salvage, de- 
faulted bonds, depreciated securities, 
tlaims against suspended banks, claims 
for accrued interest on defaulted securi- 
ties, outstanding uncollected premiums 
and $16,147 cash in banks. The liabili- 
ties were $2,240,884. 

The assets have been converted into 
cash for a much larger amount than was 
anticipated at the time of the failure, 
and the liquidator has been successful 
to a high degree in defending many 
large claims against the corporation. The 
total amount of liabilities, as finally fixed 
by the courts, was approximately $600,- 
000 while the assets were handled so that 
the cash realized has been sufficient to 
pay the liabilities, all expenses of liqui- 
dation and property management, leav- 
ing a surplus for the partial payment of 
interest on the debts. 





D. F. HARNED JOINS NATIONAL 
Donald F. Harned has joined the 
Greater New York department of the 
National Surety as assistant contract 
ond department manager, succeeding 
Arthur H. Henderson, who recently re- 
signed. Previously Mr, Harned was with 
the Seaboard Surety for a short time 
and the Metropolitan Casualty for three 
years. He is one of the graduates of 
the three year surety course of the In- 
Surance Society of New York and has 


also been attending New York Univer- 
Sity, 





TEXAS RECIPROCAL CEASES 
_The Lumbermen’s Reciprocal Associa- 
tion of Houston, Tex., has ceased opera- 
tions. Wright Morrow has been appoint- 
€d receiver. 


Wr 


110 Fulton Street 

















— 


FIDELITY AND SURETY BOND 
UNDERWRITER 


Twenty years’ experience. 
developing and managing bonding department. 
Would like to establish bonding department for 
a company or become connected with company 


now operating. Experience and previous connec- 
tions easily confirmed. Address: 


“BOND UNDERWRITER” 


The Eastern Underwriter 


Capable of installing, 


New York City 

















— 





URGES HEALTH INSURANCE 





New President of British Medical Asso- 
ciation Says It’s Only Solution For 
Adequate Medical Service 

Professor W. Harvey Smith, newly 
elected president of the British Medical 
Association, strongly advocated a system 
of health insurance as the only method 
by which competent medical service may 
be placed within the reach of all on a 
satisfactory basis, in his address before 
the ninety-eighth convention of the As- 
sociation in Winnipeg, Canada., this 
week, More than 1,000 internationally 
prominent physicians coming from all 
parts of the British Empire and the 
United States were in attendance. : 

The speaker said that the economic 
organization of medicine has not kept 
pace with its scientific progress. He em- 
phasized that there is need of readjust- 
ment on the principle that “the laborer 
is worthy of his hire” and asserted that 
in his judgment there is only one solu- 
tion—health insurance. He referred to 
the movement toward health insurance in 
British Columbia, the traveling clinic in 
Alberta, the union hospitals, municipal 
physicians and other developments in 
Saskatchewan, all of which he regards as 
examples of the prevailing trend in Can- 
ada to provide adequate medical service 
through organization. 





HUMAN U. & O. INSURANCE 


F. W. Benjamin, manager, accident and 
health department, Commercial Casualty, 
gives a new twist to the interpretation of 
a health and accident contract in this 
month’s “Commercial Fieldman,” by 
terming it a form of “human use and 
occupancy insurance.” He says: 

“When a man’s machinery is damaged 
by accident or diseases there results a 
loss or interruption in business time, 
which loss can be covered by a good 
accident and health policy. There are 
thousands of progressive business men 
who can be approached from an angle of 
“business interruption insurance,” who 
might not be interested in the better 
known health and accident sales talk.’ 





A. H. HENDERSON IN NEW POST 


Arthur H. Henderson, who has been 
assistant manager of the contract bond 
department in the Greater New York 
branch of the National Surety, has joined 
the staff of H. T. E. Beardsley, Inc., New 
York, as manager of its surety depart- 
ment. Before joining the National Mr. 
Henderson was with the Fidelity & De- 
posit as assistant to John A. Griffin in 
the metropolitan branch office. He is a 
captain in the U. S. Army Infantry Re-. 
serve and a Columbia University gradu- 
ate. 





' A petition for receivership has been 
filed by Commissioner Livingston of 
Michigan against the Southern Mutual 
Casualty of Detroit. 


CASUALTY YEAR BOOK OUT 





New Feature of Spectator Co. Volume 
This Year Is Section Showing 
Company Stock Earnings 

Containing a complete financial exhibit 
of all stock, mutual and reciprocal cas- 
ualty and surety organizations doing 
business in the United States, the fifty- 
eighth annual casualty-surety issue of 
the Insurance Year Book published by 
The Spectator Co. is now ready for dis- 
tribution. Presented in this volume is a 
detailed summary in historical form of 
the past record and present standing 
of the stock carriers and of those mu- 
tuals and reciprocals which have attained 
a degree of importance. 

An innovation in the 1930 Year Book 
is the new section showing earnings per 
share of stock from underwriting, inter- 
est, dividends and rents, and invest- 
ments; and also a classification of bonds 
and stocks owned by the various com- 
panies in this field. 

Other features in the Year Book in- 
clude a survey of assets and liabilities, 
followed by a presentation of the ex- 
perience for the year 1929 and for the 
entire period in compensation and lia- 
bility insurance; the segregated lines of 
the companies on the earned basis as 
required in the casualty experience ex- 
hibit by the New York Insurance De- 
partment: extracts from the underwrit- 
ing and investment exhibits of the re- 
spective companies, and a historical data 
section giving a resume of those events 
in the career of each company which has 
had important bearing on its growth and 
reputation. There is also a special sec- 
tion devoted to Canadian business. 





NOT LIABLE FOR SHOOTING 

A provision in a National Life & Ac- 
cident policy that the company would 
not be liable for death following an in- 
tentional shooting has been upheld by 
the Court of Appeals of Kentucky. Sher- 
man Owens was killed by a policeman 
and the company denied liability. Mrs. 
Owens alleged that the officers and 
agents of the company had promised to 
pay her the policy if she would wait un- 
til after the trial of the man who had 
killed her husband, and that acting upon 
the agreement that the company would 
pay after the trial she had employed 
attorneys to prosecute the man who 
killed her husband and had paid out 
$450 in connection with the prosecution 
which she would not have expended had 
it not been for the promise of the com- 
pany to pay the policy. 





CLAIM DENIED IN MURDER 

Denial of a claim for insurance on 
Herbert S. Taylor of Columbus, Ind., 
who was shot and killed by a fellow 
orchard worker, has been upheld by the 
circuit court of appeals. Seven heirs of 
Taylor sued the Employers’ Liability for 
$5,050 


NEW GEN’L AGENTS IN DETROIT 





Globe Indemnity Appoints Globe-Michi- 
gan Agency; Headed by N. A. 
Bloom and C. L. Platts 


The Globe Indemnity this week ap- 
pointed the Globe-Michigan agency of 
Detroit as its general agents to serve in 
Wayne County and fifteen adjacent 
Michigan counties. This agency, now 
in the process of incorporation, is to be 
headed by Nelson A. Bloom and Charles 
L. Platts whose resignation from the 
Standard Accident was recently made 
known. The office of Bloom, Chapman, 
Inc., heretofore operated by Mr. Bloom, 
immediately becomes a part of the new 
agency. 

The Globe-Michigan agency will be lo- 
cated in the heart of Detroit’s downtown 
business activities and in the same of- 
fice will be located B. V. Legg, present 
state agent, and J. G. Carver, retired, 
formerly state agent of the Liverpool 
& London & Globe, both of whom are 
widely known in Michigan insurance cir- 
cles. Mr. Bloom was for years state 
agent for the Continental Insurance Co. 
while Mr. Platts was Michigan manager 
for the Standard Accident before his 
transfer to its home office as special ex- 
ecutive representative. 

J. Healan Baker, and Mrs. V. R. Bat- 
tin, will also be associated with the new 
agency. Mr. Baker, who recently re- 
signed as field supervisor of the Stand- 
ard, has had a broad background in 
agency development work. Mrs. Battin, 
associated with Mr. Platts for many 
years, will continue that association in 
the Globe-Michigan agency. 

The new appointment by the Globe 
Indemnity will not in any way affect the 
S. S. Glass Corporation which will con- 


tinue as general agents of the company 
in Detroit. 





OCEAN WINS ACTION 





Grew Out of Workmen’s Compensation 
Policies Written on Coal Mine 
Properties in Pennsylvania 

Recommendation was made in a court 
report of W. W. Baylor, referee in an 
assumpsit action at Scranton, Pa., for 
the entering of a judgment amounting 
to $1,024 in favor of the Ocean A. & G. 
against the Superior Anthracite Coal Co. 
The suit concerns the payment on poli- 
cies covering workmen’s compensation 
insurance issued by the Ocean, plaintiff 
in the action. 

Three policies were written by the 
Ocean, two on collieries in Carbondale, 
Pa., and the other on a mine located in 
Shamokin, Pa. The referee determined 
that premium payments had been com- 
pleted on the Carbondale policies but 
that $1,024 was still due on the Shamo- 
kin policy. Baylor further stated that 
the plaintiff took care of compensation 
claims for the defendant company on 
this policy. : 





PROBE ORPHANAGE SHORTAGE 


A shortage in the fund of the Virginia 
Methodist Orphanage of $23,011 is being 
rechecked by James P. Jones, treasurer 
of the orphanage in whose accounts the 
shortage is alleged to exist. He is bond- 
ed by the Aetna Casualty & Surety for 
$10,000, but has offered to pay the short->» 
age himself. An investigation has been 
started to determine whether or not 
there has been an improper handling of 
funds. 





INSURANCE AND CREDIT 


“No Insurance—No Credit” is the title 
of a well written article: appearing in 
the current issue of “Human Relations” 
published by the Independence Indemnity 
and Independence Fire of Philadelphia. 
Itt goes thoroughly into the relationship 
of insurance to credit. 





INCREASES CAPITAL 
La Paternelle Incendie of Paris has 


decided to increase its capital from 6,000,- 
000’ francs to 18,000,000. 
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Insurance Advertising In 1875 


“As they did it in the good old days” 
is the title of an article in a recent 
issue of the “Hartford Agent” which re- 
counts the sales promotional activities of 
the Hartford Accident Insurance Co. 
which did business in Connecticut from 
1874 unt.1 1877. 

This company, says the “Hartford 
Agent” was not even a distant relation 
of the Hartford Accident & Indemnity. 
The fact is however, that the company 
began business with a capital. of $200,000 
at its home office at 240 Main street, 
Hartiord, Conn. It was officered by a 
former governor of the state and by two 
Harttord citizens who had previously 
been connected with an old established 
Hartiord company that was then and is 
today a leader in its field. Accident in- 
:urauce was the principal, if not the only 
line, written by the company. 

A Connecticut historian covering the 
history of the company in a brief para- 
graph says: 

“A noted humorist (whom we may 
judge was Mark Twain, then a resi- 
dent of Hartford) in a speech indus- 
triously circulated, procured for the 
new concern no small amount of gra- 
tuitous advertising. Yet in two short 
years the fledgling was dead and 
buried with every dollar sunk. Luck- 
ily the jokes were let loose before 
the first course of the imaginary 
feast.” 


Circulars Tell Continued Story 


But these, says the “Hartford Agent,” 
are mere facts of history. It is the ad- 
vertising circulars of this company—a 
number of which have recently come into 
possession of the Hartford—which are 
particularly interesting. These circulars 
are in the form of cards measuring ap- 
proximately four inches by three inches, 
ga ly illustrated in color, each carrying a 
calendar of one month of the year 1875. 
There appears in each case on the re- 
verse of these cards printed matter which 
in a verbose style refers to the picture 
that surrounds the calendar which, with 
the text, emphasizes the need for acci- 
dent insurance. A continued story be- 
gins with the April issue of these cards, 
each succeeding chapter of which, in the 
manner of Amos and Andy, describes 
the fortunes of “our hero,” whose name 
is Augustus, and “our heroine,” whose 
name is Mary Jane. But the follow- 
ing quotations from a number of these 
cards tells the story better than para- 
graphs of comment and description: 

From the January card: “While not 
strictly designed as a school or patron 
of art, the Hartford Accident Insurance 
Company would be unworthy its name 
and position and of the year of grace 
which now dawns upon a frigid world, if 
it contented itself merely with receiving 
premiums and paying losses, without a 
thought for the aesthetic needs of the 
community. Ars longa, vita brevis (the 
same may be found in the dictionary), 
the full force of the latter half of which 
is probably recognized by the party in 
the carriage just crossing the track in the 
foreground of our picture, while the 
group in the lower right-hand corner, 
typical of the sweet domesticity and de- 
votion of home, is a reiteration of the 
first, as well as an assertion of all that 
is enduring in the second. We give, 
therefore, the greeting of a new year, 
which now dawns upon mountain and 
stream and forest, the light of which 
falls alike upon sculptured marble and 
sentient life. It is related that—To be 
continued in our February number.” 
Take Heed or There Will Be a Fall 


From the February card: “On the an- 
nual recurrence of the date of subscrip- 
tion, it is customary for certain news- 
papers whose large circulation attests 
their popularity, to present to each sub- 
scriber a handsome chromo. These 
chromos may be found adorning the 
humblest as well as the proudest homes 
of our land, and have earned for the 
newspapers contributing to their spread, 
an enviable reputation as patrons and 


encouragers of art. What then, shall be 
the meed of praise awarded the Hart- 
ford Accident Insurance Company, 
which presents every policyholder, 
monthly, an appropriate souvenir in the 
shape of a work of art such as adorns 
the opposite side of this card. Whether 
we look at the storm-laden trees and 
hills in the background, at the graceful 
figure of the lady floating airily away 
from the party with the prominent pro- 
boscis who has stopped to rest and ex- 
amine his skates, or the grief-stricken 
features of the contemplative youth at 
his back, we shall find food for reflection. 
Who would dare to spend five minutes 
in the company of that ravishing female, 
without an accident policy? Who would 
like to stand in that boy’s shoes for 
even two minutes, after the party who 
has evidently just met with an accident 
gets on his feet? And to those who 
have no accident insurance, how preg- 
nant is the warning, ‘let him that think- 
eth he standeth, take heed lest he fall.’” 

From the April card: “It was a morn- 
ing in early April. The lengthening days 
and strengthening sunshine had loosened 
from their long imprisonment the snows 
and ice of a northern winter; and moun: 
tain rill and murmuring stream, swollen 
with the long congealed waters, were 
making holiday through mountain gorges 
and over grassy plains. On such a dav 
as this, long years before the Hartford 
Accident Insurance Company was char- 
tered by the Connecticut legislature. 
Augustus and his Mary Jane wandered 
along the grassy margin of a stream, 
gorgeous with the golden buttercup, 
their young blood keeping time to the 
rhythmic flow of the waters, and their 
steps rivalling the elasticity of the spring- 
ing grass beneath their feet, their young 
love sending out tender shoots in unison 
with the budding oak and maple. Ah! 
youth, and love. and buttercups. and 
slender grass, and budding oak, and mur- 
muring stream, it is our sad task to tell 
how, years after, that pleasant spring- 
time became transformed into the thing 
of horror represented in the picture. But 
before proceeding with the story, it seems 
necessary to remind the reader in sober 
earnest, that unless something can be 
done to stop these railway accidents. the 
best thing for an individual to do is to 
get insured. In fact it is best to take a 
policy and then endeavor to stop the 
accidents.” 





WITH COMMONWEALTH CAS’LTY 





Ira D. Ellison, Formerly With Hudson 
Casualty, Made Comptroller of Phil- 
adelphia Company 
The Commonwealth Casualty of Phil- 
adelphia has appointed Ira D. Ellison 
as its comptroller and he will head the 
department dealing with the purchase 
and sale of securities, and the collection 

of premiums and disbursements. 

Mr. Ellison was formerly comptroller 
of the Hudson: Casualty and was for 
more than eight years with Joseph Frog- 
gatt & Co., insurance accountants and 
actuarial fonsultants, as a supervising 
expert. Prior to that he was connected 
with the First National Bank of Jersey 
City. He is a member of the Insurance 
Institute and the Casualty Insurance So- 
ciety of Accountants and Statisticians. 
Mr. Ellison’s appointment is in keeping 
with the expansion program being insti- 
tuted by the Commonwealth Casualty. 





BACK FROM ABROAD 
J. Arthur Nelson, president, New Am- 
sterdam Casualty, this week returned 
with his family from a European tour. 





QUARTERLY DIVIDEND 
The American Surety has deciared its 
regular quarterly dividend of $1.50 per 


share for the quarter ending September 
30. 


General Surety 
(Continued from Page 32) 


arrangement fairer and more compensa- 
tory. 

“Tt is that breach into which General 
Surety now steps and which it will en- 
deavor to fill.” 

To Adhere to Conference Rates 

Although it has become a reinsurance 
ccmpany the General Surety will retain 
its Association membership and will ad- 
here to conference rates, practices and 
ideals in all respects. It will not write 
excess covers or other forms of stop-loss 
policies for self-insurers, nor will it fa- 
cilitate the competition of mutuals 
against stock companies by handling ex- 
cess reinsurance on mutual lines. 

The company will now be able to in- 
crease its domestic carrying capacity on 
any one bond by a million dollars and 
its ability, points out Mr. Donegan, to 
handle either concurrent or excess re- 
insurance on the facultative, selective or 
automatic treaty basis will reduce to a 
minimum, if not to zero, the necessity 
for resort to non-admitted coverage. 

Mr. Donegan also emphasizes that the 
facilities thus made available are equally 
important to the large and small direct 
writing company. “The large company, 
through automatic treaty, is afforded an 
opportunity to eliminate much of the 
unnecessary duplicated expense and the 
adverse exchange ratios now found in 
its reinsurance departments. The small 
company, through similar arrangements, 
finds itself endowed with a capacity, to 
handle obligations for which it now can- 
not qualify unless and until it has can- 
vassed the facultative reinsurance field,” 
he says. 

Summing up, Mr. Donegan says: “We 
cannot escape the conviction that our 
decision, made only after careful study. 
will be welcome in the casualty and 
surety field. As a direct writing com- 
pany, our creation of a nation-wide agen- 
cy force would have increased a com- 
petitive situation already bad and would 
have been harmful to us all. As a re- 
insurance company. occupying a unique 
position and specializing in lines now 
not earnestly cultivated, we believe we 
will be in a position to render construc- 
tive service to the business as a whole.” 


Mich. Agents’ Meet 


(Continued from Page 1) 





wealths.. He deplored the practice of 
public men writing insurance on public 
property and writing bonds. Self insur- 
ance by the state was denounced. Agents 
should be consulted before important 
new rates or schedule changes are filed. 
Rating bureaus founded and fostered by 
stock companies should render services 
exclusively to stock carriers. Rate man- 
uals should be uniform in size and 
punching on the loose leaf type and 
“they might extend the improvement to 
the use of better English to remove 
ambiguity from the various rules and 
classifications.” 

In casualty insurance he recommended 
revision of minimum premium schedule 
particularly as to several locations when 
written in a single policy and give all 
the limits that the minimum premium 
will buy. 

The speaker also recommended more 
facts in state insurance reports. Fire 
and casualty companies should be per- 
mitted to write all classes except life 
insurance. He concluded by advocating 
co-operation by agents with the public 
relations campaign of the National Board 
of Fire Underwriters. 

Among other speakers were: C. E. 
Rickered, advertising manager, Standard 
Accident; Louis A. Weil, publisher, Port 
Huron “Times Herald”; and _ Claris 
Adams, vice-president, American Life of 
Detroit. 





FIDELITY AND SURETY 
BOND CONNECTION 


wanted by a college graduate who 
has had five years’ experience with 
large eastern casualty and surety 
company. Desire field, underwriting 
or other bond work. Age 28, single, 
will travel. 
Box 1145 

THE EASTERN UNDERWRITER 
110 Fulton Street, New York, N. Y. 











COMMISSIONERS’ CONVENTION 





Business Sessions Scheduled for Monday 
and Tuesday Mornings; Long En- 
tertainment Program Arranged 

A large attendance is expected next 
week in Hartford at the sixty-first an- 
nual meeting of the National Convention 
of Insurance Commissioners. The busi- 
ness sessions begin Monday and continue 
through Tuesday, the balance of the 
week being devoted to the New England 
trip. 

The first session Monday will begin 
at 10 a. m.,, being presided over by Col. 
Howard P, Dunham of Connecticut, 
president of the convention. A welcome 
to Hartford will be extended by Mayor 
Walter E. Batterson, with the response 
by Clarence C. Wysong, Commissioner 
of Indiana. 

R. Leighton Foster, Superintendent of 
Insurance of Ontario, will make an ad- 
dress on “Laws Requiring Evidence of 
Financial Responsibility of Persons Li- 
censed to Own and Operate Motor Ve- 
hicles.” The discussion of this address 
will be read by Charles D. Livingston, 
Commissioner of Michigan. In the after- 
noon those attending the sessions will 
be welcomed to the home offices of the 
insurance companies located in Hartford. 
Following an automobile tour of the 
city a short celebration of the sixty- 
fifth anniversary of the Connecticut In- 
surance Department will be held in the 
offices of Commissioner Dunham. a 

A banquet, attendance at which will 
be limited to 400, will be held on Mon- 
day evening in the Hartford Club. It 
is probable that the speakers will in- 
clude Senator Felix Hebert of Rhode 
Island and Lieut.-Gov. Rogers of Con- 
necticut. ) 

On Tuesday W. A. Tarver, chairman 
of the Board of Insurance Commission- 
ers in Texas, will speak on “Taxation. 
Following the address there will be a 
round table discussion and the reports 
of the special committees on uniform 
laws and investment, merit rating plan ot 
insuring automobiles, and the investiga 
tion of commission costs of insurance. 
Officers will be elected at this session. 


R. L. FOSTER ELECTED PRESIDENT 











Well Known Ontario Official Honored by 
Ass’n of Canadian Superintendents; 
Other Officers Named 

R. Leighton Foster, Ontario Superin- 
tendent of Insurance and one of the best 
known supervisory authorities in Amer- 
ica, was elected president of the Asso- 
ciation of Superintendents of Insurance 
of the Provinces of Canada at the Ed- 
monton convention last week. Superin- 
tendent Foster has served as secretary 
of the Association for the past seven 
years. 

Superintendent B. A. Dugal of Quebec 
was continued as vice-president of the 
Association while Howard B. Armstrong, 
deputy superintendent of Ontario, was 
elected secretary-treasurer. Although the 
1931 convention city was not definitely 
settled, it was indicated that it will prob- 
ably go to the Pacific Coast. 





LICENSED IN ILLINOIS 


The American States’ Insurance Co. of 
Indianapolis has been licensed in IIlinols 
to write automobile insurance. 
paid-up capital of $200,000. 


It has 4 
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“GENERAL” VIEWPOINTS 


V—In Which We Make an Important Announcement! 


In a few decades, American companies have de- 
veloped the casualty-surety lines to a degree un- 
paralleled abroad. Engrossed in that task, it is 
perhaps natural that they failed adequately to 
cultivate the secondary field of casualty-surety re-. 
insurance. While scores of new companies, 
attracted by the volume to be found in direct 
production, have been crowding an already over- 
crowded field, a mere handful have been endeavor- 
ing to meet the country’s reinsurance needs. 


The consequent lack of carrying capacity’ and 
retrocessional facilities has been a potent factor 
in driving millions of premium dollars abroad, 
where reinsurance skill has been unable to com- 
pensate for the disadvantages produced by dis- 
tance, unfamiliarity with native conditions and the 
loss of‘ admitted cover. To the same causes, 
particularly in suretyship, we owe the long con- 
tinuance here of the facultative system—the most 
dilatory, expensive and cumbersome which the 
mind of man could devise. 


General Surety Company now announces its entry 
into the American reinsurance field. There it will 
be, we hope we may be pardoned for saying, the 


‘largest company in the world devoting itself to casu- 


alty and surety reinsurance. Its accession not only 
increases the aggregate capital funds in the Ameri- 
can reinsurance market by nearly one-half, but also 
enlarges the aggregate admitted carrying capacity 
upon any single risk by one million dollars. 


We have ventured to call this announcement 
important because, to direct insurers, the with- 
drawal of a large and influential company from 
the congested primary field, and its transforma- 
tion from a competitor into an auxiliary, must be 
regarded as constructive. General Surety Company 
will have no agents and no branch offices. Save for 
its controlled lines in New York, which will be 
divided with its ceding companies, it will handle 
no direct insurance. 


The announcement is important, too, to the 
America reinsurers, among whom we hope to 
find a welcome. We come, not with the expecta- 
tion of absorbing-a portion of the business now 
held by them, but rather with the purpose of help- 
ing to create, through increased facilities and a 
sincere and intelligent cooperation with them, a 
greater reinsurance market in this country. And 
we extend to them our retrocessional lines, even 
as we invite their retrocessions. 


Strong, powerful, staffed by men experienced in 
and having a sympathetic understanding of the 
problems of the direct writing companies, General 
Surety Company will adhere to manual rates and 
practices, will accept no reinsurance, whether 
cession or retrocession, originated by non-stock 
carriers, and will seek in all things to forward 
the interests of that Association group of which, 
although now a reinsurance company, it is, and 
ever expects to remain, a part. 


Efpngger 


Executive Vice-President 








GENERAL SURETY COMPANY 


340 Madison Avenue, New York 


Capital and Surplus $10,000,000 
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Hooper-Holmes Bureau 


(Continued from Page 3) 


and British armies and became a first 
lieutenant in the Third Division, A. E. F. 

Except for a two year period during 
the war, Mr. Stiles has been with the 
Hooper-Holmes Bureau since 1916 and 
his progress in that organization has 
been steady and well-earned. His re- 
served but friendly nature, modesty and 
unfailingly cheerful morale have en- 
trenched him firmly in the regard of 
superiors and subordinates alike and 
have attracted to him a large circle of 
friends among the insurance fraternity. 

He is married and has four beautiful 
children and makes his home in Mohe- 
gan Park, Tuckahoe, N. Y., where he 
owns a fine new home. His great hobby 
is music, especially choral music, and he 
is the possessor of an unusually good 
voice. At its last meeting, Mr. Stiles 
was elected president of the White 
Plains Unit of the Westchester Choral 
Society. He has broadcast over .the 
N. B. C. network and took part in the 
music festival which was held in con- 
nection with the recent opening of the 
Westchester County Community Center. 


Edward King Officer, Editor and 
Publicity Manager 


Edward King, son of John J. King and 
secretary and treasurer of the Bureau, 
was born in New Haven, Conn., but came 
to New York City at a very early age. 
He was educated in the New York pub- 
lic schools, Kelvin Preparatory School in 
Manhattan and the University of Notre 
Dame. He began his acquaintance with 
the Hooper-Holmes Bureau in the sum- 
mer of 1919, working as an inspector dur- 
ing his vacation from school. This work 
was kept up part-time during the win- 
ter and during subsequent vacations until 
the fall of 1924 when he became perma- 
nently connected with the inspection de- 
partment of the New York office. He 
served as assistant manager at the New- 
ark, N. J., office and as manager for 
the state of Florida, returning to New 
York in 1927 to take over the publicity 
work of the Bureau. 

He enlarged and improved the Bu- 
reau’s house organ, “The Ounce of Pre- 
vention,” added periodicals for both the 
salaried and fee inspector personnel and 
got out numerous pieces of direct mail 
advertising. The three publications now 
allow the organization to say the right 
things to the right people. 

Edward King is the one responsible 
for the recently undertaken insurance 
journal advertising which, it is believed, 
will form a permanent part of the Bu- 
reau’s publicity efforts. He is a firm be- 
liever in the lasting value of this type 
of advertising, it having long been his 
ambition to see Bureau advertising in 
the insurance press. Edward King has 
the family gift for making lasting friend- 
ships among all groups and he is widely 
known throughout the insurance _busi- 
ness. He is a hard worker, capable ex- 
ecutive and is a clever writer as shown 
by the quality of the Bureau’s publica- 
tions. He is married and lives at Kew 
Hall, Kew Gardens, N. Y. His wife, 
writing, tennis, horses, dogs and western 
Connecticut are his principal weaknesses. 


E. P. O’Hanlon Contact Man 


Edward P. O’Hanlon, vice-president, 
was born in Ireland but came to this 
country at the age of three months, set- 
tling with his parents in Brooklyn. He 
was educated in Brooklyn parochial 
schools, graduating to enter the legal 
department of the Brooklyn Rapid Tran- 
sit Co. (now the Brooklyn-Manhattan 
Transit Co.). He also served in the in- 
spection department of that company. 
The New York Telephone Co. next 
claimed his services and during his em- 
ployment there he studied at night at 
Pratt Institute, Brooklyn. Later he was 
assistant superintendent for Brewster & 
Co., builders of luxurious automobiles 
and automobile bodies. During the war 
he was chief petty officer in the Naval 
Aviation Service and as such invented 


an electro-plating method for tipping air- 
plane propellers. The result of this in- 
vention was his assignment to study at 
Columbia University. 

His connection with the Bureau began 
in 1922 after he had worked as an auto- 
mobile loss adjuster for the Globe In- 
demnity and in various capacities for 
other insurance interests. He came with 
the Bureau to undertake contact work 





C. P. BRYANT 


but first served his apprenticeship as an 
inspector. His endeavors have been uni- 
formly successful and his advancement 
has been correspondingly consistent. He 
is one of those big, hearty fellows whom 
everyone instinctively likes; consequent- 
ly he has friends in the insurance busi- 
ness and out of it throughout the coun- 
try. 

After years of bachelorhood, Mr. 
O'Hanlon was married in March, 1929, 
in Chicago. His friends in New York, 
who were unable to attend, decided there 
should be some celebration here. The 


.tesult was a bachelor dinner which is 


still being talked about. Upon his re- 
turn from a California honeymoon, Mr. 
O’Hanlon settled in New Jersey. He 
now has a fine, husky son. Just now 
he is running an obstacle race toward 
golfing proficiency. 


C. P. Bryant Has Engineering Back- 
ground 


Clarence P. Bryant, vice-president, was 
born and reared in Lincoln, Maine. where 
he attended the town schools. His col- 
lege education was obtained at the Uni- 
versity of Maine and long before Rudy 
Vallee took an interest in it, was a great 
admirer of his alma mater’s Stein Song. 
He is a graduate engineer and an ardent 
booster of his home state and everything 
in it. When the war broke out, in 1917, 
Mr. Bryant was in his senior year at 
Maine but left to enter an officer’s train- 
ing school. He finished his training 
course with merit and was commissioned 
a lieutenant. His rise in the army was 
rapid and long before the armistice he 
had won the rank of captain. Upon leay- 
ing the army, he obtained his degree 
from the university and entered the 
Hooper-Holmes Bureau. 

Beginning as an inspector at the Cleve- 
land office, he advanced rapidly. becom- 
ing successively manager at Cleveland 
and Chicago and assistant vice-president 
in charge of Mid-Western operations. 
He is serious antl studious which. com- 
bined with good humor and a likable 
personality have made for him many fine 
acquaintanceships. 

Mr. Bryant has applied his engineer- 
ing training to the study of Bureau sys- 
tems with marked success and he has to 
his credit the devising of a number of 
methods now in use and the improvement 
or simplification of many others. Con- 
sidering the efficiency with which the 
Hooper-Holmes_ organization handles 
the countless details of its business, this 
is no mean praise. Mr. Bryant also has 
traveled extensively in a supervisory ca- 


New Bay State Rates 


(Continued from Page 32) 


with no substantial change. The tenta- 
tive rates ‘are as follows: 

Territory 1, Group W, $64; Group X, 
$67; Group Y cars, $80; Territory 2 
rates, respectively, are $57, $60 and $72; 
Territory 3, $53, $57, $66; Territory 4, 
$43, $44, $56; Territory 5, $32, $37 and 
$44; Territory 6, $25, $30 and $36; Ter- 
ritory 7, $23, $28 and $34; Territory 8, 
$16, $23 and $27. 

In the commercial car group with its 
six territorial classifications unchanged 
as compared with the 1930 setup, the 
rates in Class 2 range from $171 in Ter- 
ritory 1 to $56 in Territory 6 for heavy 
vehicles. For medium vehicles the range 
is from $159 to $53 and for light vehicles 
from $147 to $49 

For Class 3 vehicles the range for 
heavy trucks is from $134 in Zone 1 to 
$49 in Zone 6; for light trucks from 
$94 in Zone 1 to $25 in Zone 6; for 
Class 4 vehicles the range for heavy 
trucks is from $99 for Zone 1 to $26 in 
Zone 6; $94 for medium trucks in Zone 
1 to $24 in Zone 6, and $79 for light 
trucks in Zone 1 to $15 in Zone 6, 


New Rates in Public Vehicle Group 


The premium charges per car in the 
various territories under the public au- 
tomobile group are proposed as follows: 
The rates on taxicabs and public livery 
range from $275 in Territory 1 to $75 
in Territory 6; driverless cars—$275 to 
$75; commercial hotel buses—$85 to $47; 
private passenger hotel buses—$67 to 
$37; commercial school buses —$85 to 
$47; private passenger school buses—$67 
to $37; commercial club buses—$85 to 
$47; private passenger club buses—$67 
to $37; funeral cars (owned)—$70 to $40; 
private livery—$140 to $75 

The rate range on all other buses for 
passenger usage is as follows: Seven- 
passenger maximum—$253 in Territory 
1 to $194 in Territory 6; Eight to twenty 
passengers—$298 to $231; Twenty-one to 
thirty passengers—$432 to $350, and over 
thirty passengers—$475 to $385. 


Trend of Accident Experience 


After emphasizing that his responsi- 
bility is to fix classifications of risks 
which are fair and reasonable to estab- 
lish premium charges which are ade- 
quate, reasonable, just and non-discrim- 
inatory, Commissioner Brown explained 
that the experience before him clearly 
demonstrated that there is a wide dif- 
ference in the aggregate amount of loss- 
es caused by different types of motor 
vehicles, and that motor vehicles are ac- 
cordingly classified according to their 
different types. He added: 

“The experience also plainly shows that 
motor vehicles principally garaged in 
certain cities or towns are involved in 
more accidents resulting in the pay- 
ment of claims by insurance companies 
than those garaged in other places. The 
establishment of just and non-discrimi- 
natory rates involves the division of the 
commonwealth into territories comprised 
of cities and towns producing the same 
relative hazard or risk. It is to be 
noted that the cost of each claim is not 
charged to the city or town in which the 
accident occurs; but to the city or town 
in which the car causing the accident 
is principally garaged. 

“The Motor Vehicle Registry reports 
that in 1927 there were 31,872 accidents 
involving personal injuries reported to 
it by operators. In 1928, the number 








pacity and has a sound knowledge of 
the Bureau and its personnel. 

He is married and lives with his wife 
and their beautiful three year old daugh- 
ter at Oak Park, Ill. Mr. Bryant’s 
hobby might be said to be Maine, about 
which he is always ready to talk en- 
thusiastically. He long since has passed 


the growing pains of golf and is num- 
bered among the fortunate few who 
more or less consistently break ninety. 


was 33,228, and in 1929 it -was 34,814. 
The increased power of the newer cars 
appears to be the cause of more serious 


. injuries, which accordingly result in an 


increase in the amount of individual 
claims. Similarly, there has been a steady 
increase in the number of claims. There 
were 46,646 claims in 1927; 50,503 in 
1928, and 61,100 claims in 1929. 

“A law passed this year provides for 
further benefits beginning January 1, 
1931, in that the compulsory automobile 
insurance policies must provide for the 
payment of consequential damages on ac- 
count of medical or surgical expenses 
incurred by a husband or wife, parent 
or guardian. This amendment may have 
a tendency to increase the amount of 
claims.” 





TO FIGHT JERSEY AUTO LAW 





Newark Attorney to Appear Before Mo- 
tor Vehicle Commissioner Proving 
Financial Act Unconstitutional 

Casualty insurance company executives 
are watching with interest the outcome 
of the action of Benjamin Ratner, New- 
ark attorney, who will appear before 
Motor Commissioner Hoffman of New 
Jersey at Trenton on Tuesday, Septem- 
ber 16, and endeavor to show the com- 
missioner that the financial responsibility 
act of the state is unconstitutional. 

. Attorney Ratner will appear as coun- 
sel for Dr. Samuel Fishman, a Newark 
dentist, who has been directed by Com- 
missioner Hoffman ‘to show financial re- 
sponsibility to the extent of $5,000 for 
personal injuries and $1,000 for property 
damage, in default of which his driver’s 
license will be revoked, in accordance 
with the act passed by the 1929 legis- 
lature. 

This law provides that “any person 
or persons who have been concerned in 
any accident in which property damage 
or personal injury is $100 or more must 
show financial responsibility” or give up 
their license to drive. } 

Counsel Ratner contends such legisla- 
tion is unconstitutional for the reason 
that it requires both parties in an ac- 
cident to take on responsibility, regard- 
less of who is to blame, and before the 
amount of damage has been established 
by a court of law. He states that the 
law violates the fourteenth amendment 


of the Federal constitution, because it : 


deprives a person of his or her right to 
use their property. 

He will endeavor to prove the pres- 
ent law unconstitutional and procure for 
motorists another insurance law which 
will be “fair and equitable to all” and be 
less exacting on the public at large. 





HORD ELECTED DIRECTOR 





Fireman’s Fund Indemnity Board Con- 
firms His Appointment as Executive 
V.-P.; E. V. Mills Also Elected 

At a board of directors’ meeting of 
the Fireman’s Fund Indemnity held last 
week Eugene F. Hord was elected a 
member of the board. Recently appoint- 
ed executive vice-president in charge of 
the eastern territory, his appointment 
was officially confirmed at the same 
meeting. 

Edward V. Mills, recently appointed 
secretary of the Fireman’s Fund Indem- 
nity, was likewise officially elected to 
his position. 


Medical Clinics 
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of the injured workman shall be accom- 
plished. To restore the injured employe 
to a physical condition which permits 
him or her to attain full earning powe 
is in. the best interests of all. The com- 
pensation payments constitute only a 
part of such full earning power. 
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